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The Selling Idea Comes First 


The whole merchandising 


field feels that we are moving into a new phase of dis- 
tribution. We have sensed it and have expressed it in 
quite a number of editorials on this page in recent weeks. 
We have endeavored to cover, in editorial fashion, the 
hest experiences and practices in merchandising in the 
editorial sections of the Boor AND SHOE RECORDER so 
that more light therefrom can be thrown on the cash 
register in the shoe stores this coming fall. 

This business of distribution is a very complicated 
piece of machinery. No longer is the shoe on the shelf 
simple selection and steady sale to customers wanting 
foot coverings. We have reached a time where every 
store has style shoes. Most every store has a good- 
looking front, similar methods of selling, similar goods, 
similar colors and similar mark-ups. One of the great- 
est utterances pertinent to the new scheme of things is 
“We are through with selling merchan- 


“We 


the following : 
dise,” says Kenneth Collins of R. H. Macy & Co. 
now buy and select selling ideas.” 

The 


idea of the use of the goods, surrounded with that spirit 


The idea is more important than the merchandise. 


of romance, impulse to desire, and hunger for ownership 
makes people go to your store in preference to dozens 
of others that sell similar goods in similar types of stores, 
ina similar way. 

It is true that in shoes we are more fortunate in hav- 
ing semi-professional service linked up with the sale of 
the article. That alone warrants the necessity of every- 
one in the store having a knowledge of feet and their 
functioning and the proper size to go with the most 
variable part of the body—the human foot. But as time 
goes on and lasts and patterns and processes of making 
hecome more efficient, the fitting of feet will, in a way, be 
(done in the factory. We hope you get our meaning. 
The actual fitting will be done in the store ; but the fitting 
properties of the shoes will be perfected at the factory 
so that more shoes will readily fit more feet in comfort, 
without the aid of specialized salesmanship. 

Remember, we are writing of the situation of all-style 


footwear at a time when it is obvious to everyone in 
the industry that most every man, woman and child has 
shoes for utility in closets and on their feet. The cus- 
tomers’ inventories make it possible for them to stay 
away from the shoe store for a considerable period of 
time. But there is something more to shoes than shoes. 
There is a selling idea that is a magnet drawing the 
public into the store and separating that public from 
its money so that the customer goes out pleased with the 
purchase and the store gains in profit and prestige. 
Therefore, make your selling plans first. Think of 
the fashion idea in all of the shoes you are buying, their 
place in your community, their little points of distinction, 
their style secrets. 

All these points are behind that remarkable state- 
ment of a great merchandiser: “We are through with 


What we 


promotional ideas prior to the purchase of shoes.” 


selling merchandise. as merchants want is 


The new shoes that are 


coming in should be explained to your clerks. They 


should be told your reasons for their purchase. They 
should be told those features of style, color, pattern 
and fit that you yourself had in mind when you made 
your purchases. When clerks know all these selling 
points, particularly how types and colors fit into the 
scheme of fashion, then they are competent to sell in this 
new era of distribution. 
Anticipate vour selling plans. Get the cooperation of 
your clerks and do a job of promotional publicity in 
newspapers and circulars. The customer today is all 
through “loading up on shoes” just because they are 
shoes. There must be an idea in the merchandise which 
whets the hunger of desire in the customer to possess it. 


y/o 


Editor 








The 


eet Called Mates— 


Salesmen and How They Operate; Customers and 


How to Classify and Handle Them 


ee 
Phere y’are, brother. 
With those pontoons you'll never capsize in a high 
wind!” 
A startled the the 
He flashed a glance at the beaming salesman, then gazed 
down upon the new shoes adorning his feet—and decided 


look crossed face of customer. 


against their purchase. 

The manager of an old, established business, and a 
friend of long standing, quoted this case as actually 
occurring, and in the next breath condemned it as a rare 
bit of boneheaded salesmanship. 

“The store lost a sale and a customer,” he continued. 
People with big feet 
for 


“And the salesman lost his job. 
may refer to them facetiously 
anyone to chip in their wise cracks 
results in someone getting hot under the collar.” 

“But,” I protested, “I don’t suppose he said that de- 
liberately.” 

“No more do I—however, commercial common sense 
demands that salespeople confine their remarks to busi- 
ness, it being a well-known fact that the things you don’t 
say can’t hurt you. Customers quite frequently become 
a little free in their remarks to us but we always bear in 

mind that they’re 

paying for the 
s privilege, and let 
it go at that.” 

“Carry on Ser- 
ceant,” said _ I, 
reaching for the 
can of tobacco on 
his desk. “Let’s 
hear the Shoe- 
man’s Saga.” And 
[ leaned back se- 
cure in my confi- 
dence that people 
like to talk about 
those things near- 
est to their lives. 

. “Well, suppose 
we start with the statement that, with the exception of 
physicians and lawyers, probably no one has the un- 
solicited trials and tribulations of people dumped on him, 
gratis, as has the shoeman. He is consulted on fallen 
arches, the Eighteenth Amendment, little Elsie’s im- 
pacted molar, and the chances of the Red Sox getting 
out of the cellar. He is expected to have something to 
offer one and all, and that day’s a total loss that he doesn’t 


but that’s no call 
and to do so usually 





18 


receive a complaint and a compliment. The selling of 
shoes is an ancient and honorable occupation, but as {far 
as I know, has never been the theme of the novelist o1 
newspaper headline stuff to the world at large. Peopk 
have come to regard a shoe as a mundane object, a shox 
store as merely a place where shoes are obtainable, and 
the salesman presiding, as an unilluminating individual 
who goes through the motions that the world may lx 
shod.” 


“Our point of view? 


Well, it’s certainly a bit different 


as compared to 
many lines of busi- 
ness. We actually 
sit at the feet of 
the world each year, 
seeing many things, 
hearing a great 
deal, and doing a 
little talking our- 
selves. In many 
ways there’s more 
intimacy between 
the customer 
the salesman 
you find in over- 
the-counter trans- 
actions, at the same 
time we are also aware of a slightly superior feeling on 
the part of the customer over the humble salesman seate«| 


and 
than 





at their feet; a subtle sort of thing of which few people 


themselves are actively aware, but not at all to be con 
founded with the dominant “Curse you, Jack Dalton” 
attitude. Don’t jump to the conclusion that a shoeman’s 
existence is a dog’s life, with ever a harsh word and a 
blow ; that’s not the case at all, for nature has gracefully 


stepped in and endowed the most of us with one of two 


antidotes, either of which is sufficient to rescue us from 
softening of the brain. One is the epidermis of a rhinoce- 
rous, the other is a saving sense of humor.” 


Arsenic and Applesauce 


“To look about the store you would conclude that we 
had devoted sufficient time and money toward creating 
a pleasant and business-like atmosphere, and the im- 
pression that we are engaged in the selling of shoes, 
yet for the past thirty years we have been repeatedly 


greeted by the naive question : 
“You don’t have many shoes, do you.” 
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r, What Have You??? 


To the battle-scarred salesman, this sort of thing 
doesn’t jar the way it did at first and we’ve got so we're 
able to forecast certain types by their opening remarks. 
The sort of people just mentioned are closely related to 
those who brush past the reception committee, plop into 
a distant seat, and when we've overtaken them, say: 

“Something in a shoe!” 

“Certainly, any particular type?” we ask. 

Show 
you’ve 


“Oh, yes. 
me what 
got.” 

This sort of thing 
is quite the favorite 
sport of many peo- 
ple who expect us 
to fall back on our 
native ability as 
mind readers and 
pick up a clue in 


some mysterious 





manner unspecified. 
\ /\ | The customer is in- 

ee, Som ~~ 

we)» EH tolerant of ques- 

—'\y . tions and a random 

result in: “I guess you don’t know what I want,” and 

a quick exit. 


selection may easily 


The Triple Alliance 


“The Triple Alliance is our greatest stumbling block 
and is well typified by the ‘I don’t suppose you can fit 
me’ customer, where the sale is an event usually decided 
in trial by combat. To make the sale the embattled shoe- 
man must first subdue the customer, then fit the foot, 
the eye, and the pocketbook. The foot is usually hard 
enough; the eye is subject to wildly fluctuating antipa- 
thies; while in the best business circles the pocketbook 
is wholeheartedly acknowledged to be the most sensitive 
organ in the human body. The Triple Alliance is also 
present in the belligerent customer who passes the buck 
directly to us and finds fault with everything shown her. 
Upon recognizing this form of foot and mouth disease, 
we heave a quiet sigh and prepare to go to work. This 
type is not to be thrown off the scent by the red herring 
of glittering generalities. She loves an argument and the 
unwary salesman who lays himself open to debate is in 
for a hot time. She will demolish him with fiery con- 
tradiction and lamentable logic, to depart saying: 

“T ought to have known better than to come in here 
in the first place !”’ 

Why, we have yet to learn, but none the less, out she 
goes, leaving the frazzled salesman at an obvious dis- 
advantage when he waits on any customer who has been 
gleefully listening in. 
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The veteran learns to lean into the barrage, fit the 
foot, then attack the eye and wallet under its smoke 
screen. Once he has closed in near enough to figura- 
tively hold hands with her, the worst is over, for expe- 
rience has shown that the eye soon adjusts itself and the 
pocketbook forgets the anguish of a major operation. 

Along with these species we also have the elusive and 

non-committal party, who requires firm handling plus a 
solicitous interest in his or her wants; always providing 
we can secure some kind of a response to show which 
way the wind is blowing. Finding a common point of 
interest, we detail the merits of the shoes in racy and 
narrative style, concluding with a convincing climax in 
the hopes of eliciting something besides a wide-eyed 
stare. If the customer reaches for the old shoes, saying: 
“T guess I won’t bother today”— 
The cause is lost. This type frequently finds itself in 
hot water through undue reticence, and rather than admit 
to a lack of funds or unwillingness to pay the price, 
departs on some trumped excuse, leaving the despondent 
salesman to ponder on his logic and wonder wherein 
lay its flaws. 


Another kind 





of indecisive cus- Ry oe 
tomer is the oblig- =i” 
vg 
Vv 
shown, after which 
the sale is concluded 


with well nigh bru- } 
tal brevity. 





ing individual, who 
is gratefully willing 
to try on every- 
thing in the store, 
and does, until we 
wake up to the fact 
that we could have 
sold the first pair 
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Murderer’s Row 

Two, three, yea even four domestic girls frequently 
come in together. They are good customers but their 
desires far outstrip their incomes. Having investigated 
their mistress’ high priced shoes, with their fine materials 
and individual styling, they demand something just like 
them, at one-third the price. This means snappy pumps 
which must fit trimly over the finest crop of bunions 
ever raised in Ireland. A condition, incidentally, invar- 
iably complicated by the ubiquitous corn 
mentos of the last pair. In addition to the eye, foot and 
pocketbook being extremely sensitive, our efforts are 
combatted by the anvil chorus of the customer’s critical 
friends. 


chronic me- 


If the customer is pleased, one or more of her 
[TURN TO PAGE 48, PLEASE] 
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Merchandising 


PLAN YOUR WORK 
WORK YOUR PLAN 
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School Shoe 
dead earnest 
this week. Have a striking 
| window. Run a large ad 
tomorrow night on_ schcol 
shoes exclusively. Plan to 











Go after 
business in 





Plan to send out a letter 
or mailing card once a week 
this month on the new 
women’s styles. If you con- 
centrate on one price let 


send out a letter, with a your entire mailing cam- n 
reprint of your ad in to- paign be devoted to this one © 
morrow’s mail so it will price. . 


Thursday 
your 


| reach your list 1 
as a follow-up of 
newspaper ad. 











Did you go after the foot- 
ball shoe business from 
local schools as suggested 
some time ago? It’s not too 
late yet! As an attraction 


Is your new fall trim in 
place, in the windows and 
the interior? If not it 
should be in order to pro- 
vide the proper background 


Some inducement for the 
children, such as free bal- 
foons will — today’s sales. 
Why not release 100 gas- 
filled balloons from the roof 








that it will always look 


you using every vantage 


customer to keep your list 











arrange with the local 


to boys offer a $1 football for of the store today with tags - 
50c. with every pair of for new fall styles. Run | on 5 of them good for new 
school shoes costing $4 or | two ads in tonight's papers school shoes? You can safe- pe 
more. You can get a good | —one on school shoes and ly figure that not all of Pa 
football wholesale ata price | @nother on women’s new them will be found and re- ; 
that will enable you to do fall footwear. deemed. 
this. 

| 

| 
| 
tearrange your windows Keep an eye on your Mail the first of your PO ng a i OR. + ek 

today to get the newest ar- newspaper’s cut service and | weekly mailing cards on attention? serra an a , 
rivals in your fall line well | reserve the new fall style | fall styles today. Of course good window ‘Sar — bal- ie 
up front. In fact you | cuts as soon as they arrive. | your mailing list has been ance of thin week. and fol- vo 
should keep the window ar- Up-to-the-minute illustra- | revised and all dead names low it up with a striking ad abe 
rangement changing every tions will make your ads | removed. And are you get- tomorrow night for Satur- whe 
day or two this month so much more effective. Are | ting the name of every new day’s business. Why not She 


different to pussers-by. 


point inside the store for 
unit displays of new styles? 


growing, and alive? 
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haberdasher to put a small 
unit of men’s shoes in his 
window in exchange for a 
display of his merchandise. 





15. 


Some merchants in col- . i - 
lege towns have found it If you have any advance | a 
worth while to make ar- fall styles that have been | age ay § a = 

—— | rangement is entirely dif- 


rangements with some stu- 
dents to represent them, 
giving him a commission 
on the business ke brings 
in. Possibly this will help 
your volume. Have a goo 
ad on women's styles to- 
night in addition to your 
men’s ad, 


in stock 30 days and are not 
moving use them for “win- 
dow leaders” today at prices 
that will turn them into 
money and bring shoppers 
in the store. A good hosiery 
leader today will draw 
shoppers in, too. 





ferent, even though many 
of the same styles remain 
on display. How is your 
stock of rubbers? tainy 
days will be plentiful from 
now on. Have you a good 
supply of window § signs 
ready to post? 
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Calendar 





september 


















Hunting season is not far 
head. Have you boots and 
igh shoes in stock or on 
rder. Prepare an ad on 
hese lines and have _ it 
eady to run just before the 
unting season opens. f 
ou're planning to sell hunt- 
ng licenses this will help 
he sales of these lines ma- 
erially. 
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Are your salesmen sug- 
esting extra laces, polish 
nd other findings to cus 
tomers” A card hanging 
ver the wrapping desk or 
ish register reading “Bet- 
er Take Home An Extra 
Pair of Laces, 15c..” will 
emind many customers of 

need they had forgotten. 


24 


Send out another of your 
weekly mailing cards on 
vomen’s fall shoes this 
veek. Feature the style or 
price that is meeting with 
ost favor and head it “The 
Shoe of the Month.” of 
ourse you're giving hosiery 
xood space in every window 
now 





17 18 19 










































Send out the second of ° It's time to put out a 
your weekly mailing cards Are you ready for cold table of house slippe If 
on women’s fall styles to- weather? Heating plant they’re properly displayed 
day A mention of your all in shape to go to work you'll sell many a pair be 
best selling silk hosiery whenever necessary? How fore the holiday season 
number on the card will be about the front, and sign And speaking of the holi 
worth while. Be sure and does it need a coat of paint ,days—have you ordered 
put in a window display to How long since you put new holiday wrapping paper and 
tie up with the styles fea- lamps in your electric sign boxes for Christmas trade? 
tured on your mailing ¢ard and interior lights? Don’t wait toe long te do 

this 


22 23 


Have same unusual fea- Do you have a good farn 
ture as a background for trade? An ad and a letter 
this week's windows For on farm shoes at this time 
instance a big figure of a will be most appropriate 
football player kicking a Many stores in farming 
ball. Cut this from wall communities find a good 
board, and paint it in bright work shoe at a leader price 
colors. Have nearby a big as a permanent feature 
ecard giving the schedule of gives them a decided “edge’ 
the lecal team or teams n getting the farm trade 





25 26 27 


You've been using your Have you been watching Have some good “window 
mailing list more than usual last year’s records to see leaders” today, and see that 
this month. No doubt you what lines and what selling your entire window display 
have had some pieces re- ideas were most successful” is effective, for these fall 
turned because of faults in This should be done regu- Saturdays are your harvest 
your list. Are you care- larly so that you can repeat days! If you use hosiery 
fully pruning from your list the successes and not the for a leader display it on a 
all such “dead’’ names? It’s failures of last year! Run table, and have the sales 
a waste of money not to a big style ad tonight for men suggest it to every shoe 
keep your list as near 100 Saturday—and make it a customer ° 
per cent as you possibly SELLING ad! 
can 





29 | 30 OCTOBER 


Keep a close watch on The day to sit down and CALENDAR 


stocks now to see that fall go over your plans _ for 

styles move out promptly. October carefully, checking pre 

If they do not then reduce them with last year's rec- W ILL API EAR 
prices and MAKE them ords. October should be a = . _ " 
move. Resolve to end the BIG month, and you can IN THE ISSUE 
busy selling season with a make it bigger and MORE 
minimum of style lines on PROFITABLE by a few OF 

which you have to take hours devoted to thoughtful 

deep reductions. planning in advance SEP | EN {BER ] 3 
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Are Chain Totals “Up”? 


HE records are not entirely clear, or true to fact, 
as to chain store operations being within one per 
cent of last year’s figures. They may be collected ac- 
curately and the totals may show that business is up to 
last year’s figures, but nothing is said about the addi- 
tion of new stores that makes possible the new figures. 
One chain, for example, points to a business just 
as high as last year. The way the figures were main- 
tained was by the introduction of twenty-five new 
stores. It is obvious to most anybody in business that, 
by and large, seiling totals are off from six to twelve 
per cent. This is due to the fact that public income 
is off and public buying certainly decreases when the 
pay envelope diminishes. 

Chain stores have contributed much to the better- 
ment of methods of merchandising in a bulk way. 
They have contributed much in the keeping of records 
and in the standardization of proved methods of sales- 
manship. Chain stores have an economic function that 
will continue. Much of the efficiency of chain stores is 
true, but there is also inefficiency and a lack of that 
individual personality that plays its part in the buying 
and selling of goods to and by the public. 

There is opportunity for many men and for many 
businesses in the distribution of shoes. It is not fair 
to other branches of distribution to let the implication 
continue that chain stores are, by their efficiencies and 
centrally organized methods, so competent that they 
can withstand the economic pressures of the times. 
Many an independent merchant has become thereby 
obsessed with a feeling of despair and discouragement 
when he compares his showing in sales to the published 
accounts of chain store totals. 

As the small merchant cannot steadily stimulate his 
total by the addition of new stores, his figures are com- 
parable facts. He compares them with the same rent 
and selling expenses of a year ago. He sees that his 


store is not up to last year’s records. If he can now 
develop a philosophy of common sense, he can pretty 
well understand that there is no miracle in merchandis- 
ing bestowed only upon chain stores to make them 
immune to a cycle of depression. 

We can only speak of averages for there are excep- 
tions to the case both ways. If anything is to be said 
on the subject of position in the scheme of distribution, 
the small store has it all over the units because of its 
ability quickly to put itself into fighting trim. 


Ay 4 


World-Wide “ Marking Time” 


HE wide world is in the same business boat. [or 
the first time in industrial history, the entire world, 
with but one or two exceptions, is “marking time’’ at 
business. Here are the opinions of three widely sep- 
arated shoe men. A letter from Sakusuki Yoshitake, 
sales manager of The Chiyoda Shoe Factory, Tokyo, 
Japan, under date of July 10 reads as follows: 
“Prior to the World War, Japan was still isolated 
to a certain extent and everything was not so much 
affected by the world influence as at present. However, 
conditions have changed since and your market situa- 
tion reflects upon us like lightning now. We are in 
the same situation as you are, no, still worse, as we 
have had to readjust our economic condition for th 
past several years, though the soundness of our busi- 
ness has been increased step by step by so endeavoring. 
“We are confronting a great financial difficulty, 
but we are meeting it with patience and courage. | 
trust the day will come shortly when necessary whole- 
some readjustment having been made, we can enjoy ou! 
business life.” 


Another letter comes from Fred Page of Daniel Neal, 
Ltd. of London: 
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“It seems to me that the trade depression is world 
wide for we here in England and in Germany and in 
France are complaining of what amounts to almost a 
semi-strike on the part of the buying public.” 

Another letter from F. A. Sullivan of Buenos Aires 
reads : 

“It is a funny thing today that sellers in every line 
get hysterical and sell at any price to meet the next 
week’s pay roll, which does not spur on sales. In fact, 
it spoils it for the buyer as well as for the seller. Our 
country will not pull out of its present state of lethargy 
until seller and buyer both realize that the seller cannot 
live without a profit; until the buyer realizes that he 
must not assist the seller in losing his head, because 
after all both need to make a profit on what they sell.” 


ee 


Men and Children Wear Shoes 


[' children’s shoes are “the step children” of the 
trade, are not men’s shoes “the poor relation’? 

Unloved, unwanted, barely tolerated, these two are 
the Cinderellas sitting in the ashes, seeing their beauti- 
ful step sisters arrayed in splendor, ride in golden 
chariots to the grand ball. For them no magic wand 
of fairy godmother. Their lot is one of doubt, sus- 
picion, even dislike. You have heard them spoken of 
as “nuisances,” or “necessary evils.” 

When, and where, have you listened to a real dis- 
cussion of children’s shoes at a convention? How 
much time is given to men’s 





think of women’s shoes to the exclusion of all else. 
Mention “shoes” to a group of shoe men and every one 
of them will at once begin thinking, and talking, of 
women’s shoes. 

Here is an average statement from an average mer- 
chant. Ask him if he handles men’s shoes and he 
apologizes: “Oh, yes I carry ‘em but there’s nothing 
in it. I make my money on women’s lines.” Then ask 
if he carries children’s shoes and see the wry look on 
his face: “Yes, I have to carry a few but just enough 
to get by with. Do you know I wish I could throw 
both lines of ’em out of the store.” 

There spoke a man who is willing to let some other 
fellow do his thinking for him. He has accepted 
without investigation the statement of some other man. 

There is no gainsaying the fact that women’s shoes 
are of great importance. Everyone with any business 
sense knows that. But, it is another fact that hun- 
dreds, yes, thousands of stores in this country are 
making handsome profits on men’s and children’s shoes. 
Believing in them they can sell them. And that says it 
all. You have to believe in a thing to sell it. 


4 4 4» 


The following are Dr. Julius Klein’s recommenda- 
tions for present effort in merchandising: 

1. Improving stock records and devising some 
method of inventory control. 

2. Using or developing better trained clerks. 

3. Improving collection policies. 
all. You have to believe in a thing to sell it. 

4. Curbing the mania for 





shoes at the average meet- 


gross sales. 





ing of retailers? They may 
be on the program but al- 
ways at the tail end where 
they may be shunted off if 
the time runs short. 


’ —Columbus. 
It has become a habit to 














prosper? 


ward? 


ward. 








Ask Me Another 


—Who discovered America? 


—How could he have missed it? 


—That’s just the question a prominent 
Englishman asked when he re- 
cently completed his first trip 
throughout this country. 


—Will America continue to grow and 


—Just so long as our people need 
things and want things our pros- 
perity will continue and increase. 

—Do standards of living go back- 


—Never. Readjustments take place, 
but the main trend is always for- 


5. Improving and stmph- 
fying accounting methods. 

6. Improving store lay- 
outs. 

7. Keeping better records 


and studying them. 








ed 


President. 
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Millions of tiny interlaced fibers make leather strong. This 
cross section of sole leather explains why this material 


meets service requirements so perfectly. 


The fibrous mesh 


insures both durability and flexibility. 


Parts commonly made of sole leather, 
apart from the outsole and insole on 
right and left in background, are the 
welting shown in a roll, rand, top heel 
lift, shank, plain toe box, a flat counter 
unshaped and the molded counter. 


Here are three insoles cut from cattle- 
hide splits. The upper one is entirely 
of leather, the middle one has a canvas 
backing, the lower one is of paper with 
a very thin split on top. A tight, even 
grain is said to be the best. 


Sole Leather and Its Uses 


(Third of a series on all leathers) 


Boome leather experts believe 


that ultimately combination tanned leathers will super- 


sede all other sole leathers because they combine many 
of the merits and relatively few of the faults of the 
vegetable and the chrome-tanned leathers. The best of 
the combination tanned leathers are very durable, soft 
and flexible even when worn the first time, are light 
weighing, are water resistant and dry out soft after 
having been wet. They finish well and are extremely 
comfortable on the foot. 

There is a distinct advantage to the shoe manufacturer 
in having available for his use these different tannages 
of leather—tannages which include variable factors that 
permit small and large variations in properties. The 
public is notoriously fickle and at one time may prefer 
a stiff sole, at another one having much flexibility; it 
may prefer a heavy sole or a light one; a pink sole or 
a white one; it even has been known to prefer a cheap, 
poor-wearing sole to a comfortable long-lived one merely 
because the cheap sole had “looks appeal”; and it is most 
fortunate that the tanner has at his disposal these varying 
methods of tanning that enable him to furnish the shoe 
manufacturer with almost any type of leather which the 
public may require—leather suitable for soles of shoes 
for all sorts of people doing all sorts of work from farm- 
ing to dancing, from learning to walk to carrying mail. 

Leather tanned by the vegetable process, the chrome 
process and the combination process, all have a market 


24 


and all are found as well on low priced work shoes ; 
\t 


present time, and the same has been true for many yea 


on high priced street shoes and dress shoes. 


much the largest percentage of the sole leather us: 
both here and abroad is vegetable tanned, and vegetal 
tanned sole leathers make a very satisfactory materi 
for the bottoms of most shoes. 

As made up in shoes it is difficult to form an accura! 
judgment as to the exact quality of sole leather. Mam 
facturers as a rule use the best possible outsoles and 11 
soles for making shoes to sell at a given figure so pric 
itself may be an indication of what has been put int 
them. 

Today some high grade shoes have painted hotton 
because the soles have slight scratches that were mai 
by barbed wire or briers on that part of the hide froi 
the Thes 
scratches are not defects, but are unattractive to the ey: 


which most desirable sole leather comes. 
Considering the benefits of this practice when used 11 
finishing high grade leather, however, many experts | 
the leather business believe that it has merit, if use 
without intent to deceive as to true quality. 

Leaher is of outstanding merit for soling shoes, exce! 
ling all other materials in promoting comfort and foo 
health. This is not 
found in other materials because it is made possible 1} 


Its porosity allows feet to breathe. 


[TURN TO PAGE 41, PLEASE 
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all Trends in Footwear 


By MADAME HAMILTON JEFFRIES 


Fashion Editor, 


Every merchandise 
nager must check and double check 

- department store buying of coats, 

ts and footwear to make sure that 

v are in harmony. 

There should be a very close rela- 
ion as to color, material and silhou- 
tic so that by the end of the season 

cks may be clean and inventory 


It should be the ambition of every 


lependent retail shoe merchant to 
ck with a garment house each sea- 
1 as to color and type of clothing. 
\Vhen the merchant desires to know 
hat percentage of color will sell and 
at the new lines in the shoes will 
there is no better way for him to 
the complete picture than to take 
ur or five of his best patterns to a 
arby specialty shop. ‘These shops 
should carry goods in approximately 
the same grades. The models shoul: 
put the shoes and coats on and a 
serious discussion should be indulged 
it It would pay the retail mer 
chant to take his own model and make 
arrangements with the buyer of the 
specialty shop for semi-annual dis- 
cussions. Millinery, too, should be 
closely checked because if the hat has 
a brim or is just a beret it makes quite 
a difference as to what type footwear 
will be worn as a complement. 
The shoe man is favored this sea- 
son. Because of the two or three 
materials used in one shoe he has an 
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Evening Types 


oot and Shoe Record r 


opportunity of styling one shoe to 
complement many frocks. 

The fall line of shoes should in 
clude one or two patterns which will 
carry over from August to Septem 
ber and then the definite trend of 
shoes to go with the winter coat. 
This vear the sleeves of the coats 
are trimmed right up to the elbow 
and the fur collar sets very well 
around the face. Phis type aceents a 
flared line and springs from a high 
waistline, belted or not as the case 
may be. 

In fact, the coats of this scason are 
vouthful in line and reflect the jaunty 
silhouette which is finished with a 
pump, oxford or step-in. There will, 
of course, be straps There alwavs 
are people who demand a strap but 
fashion accepts a demi-ox ford, pumps 
and four or five evelet oxfords 

Many lines of the Grecian period 
have been modernized and brought up 
to date. This modernizing very often 
conceals the origin and truce soures 
Clearly adapted lines are sometimes 
difficult to trace. 

The fall picture looks forward to 
coat suits usually in tweed effects. 
The first hints of serge are coming 
from Paris and so we note. that 
tailored footwear for the coat suit is 
an important item. 

The evening garment picture is 
very dressy with diagonal lines, clever 


inserts, and accomplishes the more 





feminine silhouette. The allowance 
of hips and bust line is very apparent, 
and the slender jeweled shoulder 
strap with the possibility of a bel 
buckle is the only decoration on these 
lustrous and gorgeous evening fabrics. 


Mihach white will 


be worn for the evening, many 
women now preferring to wear the 
dyeable shoe as white first and then 
have it dyed later. Many new fabrics 
for evening shoes are being shown. 
Triangles, star clusters or tiny sweet- 
heart roses are the basis for small 
patterns. 

Colored heels are being featured 
all over Paris and by fall the heel in 
jewel colorings should cause interest 
for the buyer of evening slippers. 
Despite the fact that many women are 
wearing a straight heel for evening 
shoes, there is still a tendency toward 
the lovely curve and the slender ex- 
pression of the middle heel. Satins 
and velvets are matters of individual 
acceptance in evening footwear. 
Faconne and rep silks are being used 
by some of the high style houses. 
Gold and silver kid trims, also lustre 
leathers are being used for counter 
accents. Gold greens are quite im- 
portant. 

Some coffee shoes and blonde are 
being shown with white or pastels. 
Bronze shoes are being shown for 
early dinner and afternoon bridge. 
The velvet evening shoe is a matter 
of high style or popular volume. The 
velvet pump in popular grades often- 
times is a véry hig seller. Velvet 
and satin are in the daytime garment 
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picture while flat crepe still remains 










an American acceptance. 

The evening skirt lengths are very 
long and the use of fur on the ey 
ning capes appears to be a matter 
great extravagance. The demand for 
lustre in evening garmentry is excep- 
tionally marked this season. 

Because of these things, and t 
establishment of the feminine silhou- 
ette both in Paris and America, ar 


the steady trend of accepted fashion 
we have not the hysteria of last sea- 
son where the silhouette and its 
ceptance was a matter of grave dis- 
cussion in department stores and 
specialty shops. 

Hence we advise to check up on t 
fashions, the colors and the furs; t 


types of hats and the gloves, and y 


will have a pretty reasonable pictu 
as to how to sell what you bought f 
the fall and winter season of 1930. 


* * * 


New York. — “Are American 


women fashion conscious? Certait 
they are. And they’re not or 
fashion conscious but they’re rapi 
becoming fashion experts. The hi 
school girl today knows more ab¢ 


fashions than women of a generation 


7 


ago learned in a lifetime,” said Am 





Parrish, in opening the third d 
session of the Fashion Merchandis- 
ing Clinic for store owners a 
executives at the Ritz Carlton. 
“No wonder American women a! 


becoming fashion experts. News- 
papers and magazines keep them 
constant touch with fashion news 
The radio and the talkies distribute 
fashion information. Stores ever 
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where advertise and display the 
fashions that have won acceptance in 
the fashion centers of the world. 
Fashion news and fashion ideas reach 
every part of the country almost over- 
night,” Amos Parrish explained. 

“\YVomen buy more fashions than 
they did a few years ago. They care 
less about how long things wear, just 
so they are in fashion. They know 
what they want, and they search until 
they find it. Naturally stores make it 
easicr for them by providing the 
latest accepted fashions at the prices 
they want to pay. There’s no longer 
a price penalty to fashions. 


oe 
Women are buying 


more fashions now than they did a 
few years ago. Their buying habits 
have changed. Instead of two new 
hats a year, they often buy six or 
more during a season. They choose 
hats to go with their different cos- 
tumes and to wear on different occa- 
sions. The same thing applies to 
dresses, coats, shoes, handbags and 
everything they wear. 

“Women plan their buying of 
fashions with more care than former- 
ly. They make fewer fashion mis- 
takes because they know what fashion 
is all about. They understand how 
to ensemble their costumes to get 
pleasing effects. They are color ex- 
perts as well as fashion experts. 

“More and more stores are success- 
ful in finding out what their custom. 
ers want, the fashions they prefer, 
the prices they want to pay. All 
this makes shopping easier and more 
pleasant, as it should be. 
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“\Women are still buying hats and 
coats and dresses and shoes and they 
will continue to want the latest fash- 
ions, regardless of business condi- 
tions. Records of many stores show 
there are more transactions this year 
than last even though volume of sales 


may not be greater. 


-_ skirts and 


dragging irregular, awkward hem- 
lines which are difficult to wear for 
daytime will have no place in fashion 
for fall. Women want their skirts 
short enough to be comfortable. They 
want easy-to-wear dresses. And, of 
course, they are going to get what 
they want. 

“Individuality, graceful lines, love- 
ly color combinations, rich-looking 
fabrics, interesting trimmings—all 
these details which are decidedly 
feminine in character, are fashion 
ideas that will have wide-spread ac- 
ceptance during the coming season. 

“Fashion analysis indicates clear- 
ly what the fashions will be for the 
coming season. The fashions that 
women have accepted and are accept- 
ing furnish the facts for accurate 
fashion forecasts. The new trends 
and ideas are clearly indicated. There 
isn’t any doubt about what will be in 
fashion this fall.” 

Discussing the business outlook for 
fall, Amos Parrish pointed out the 
relation between economic changes 
and fashion changes. “Women wait 
until they find fashions they are sure 
they want. They know more about 
fashions and don’t need to experi- 


ment as much,” he said. 








on’t Let the Pump Eclipse 
The Dollar . 
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Blacks enter 
Fall selling 
because of new 
impulse toward 
velvets in dresses 
and hats 








Tre combat of patterns velvet costume better than a pump, so that if the track 
is on, When a woman buys a pump in black with the js in for a pump season, it should be of short duration 






idea that it will cover her footwear needs for half a Perhaps the first shoes of the season should be pumps: 


dozen dresses, it may be good economy but it is not — put sold in combination with buckles and ornaments. 
good ensemble. One shoe that straddles many costumes ° .s os 
5 ; ‘ : However, all stress of advertising and publicity shou 


limits the sales possibilities of the store. This is one sea- , : ‘ ane 
be on a diversity of patterns because it is necessary that 


son when it is not good merchandising practice to let , , 
the selling season be made one covering a diversity 


pumps eclipse the dollar. 


A diversity of patterns is recommended. Oxfords for materials and colors - produce the number of pa 
sports and football season wear; straps for afternoon needed for a normal Fall shoe business. 
and dressy wear ; ties for smart occasional wear and step- Don't let the pump eclipse the dollar nor the types 
ins for street and costume wear. shoes that need a place in the Fall run of fashions. 


Every indication points to velvet as an early Fall dress 
material. No shoe seems to fit into the picture of a in town work to this desirable end. 


It is good merchandising strategy to have all the sto: 
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CEMENTED SHOES 


BY THE 


FRESKO-PROCESS 


(Reg. U. S. Pat. Office—Self-Vulcanizing) 


CANNOT BE EXCELLED FOR 
FLEXIBILITY 
LIGHTNESS 

COMFORT 
STYLE 
FIT 
¢ 


Have been sold and 
worn for years 


1927 BLACK CALE *360 
$1907 BLACK” aioe #360 
17 BROWN RID. 


Write 
for 


sam ples. 


STOCKED IN 
MANY STYLES, BOTH 
LONG AND SHORT VAMPS 


Ti 9 GROVES SHOE CO. 
mp | a a, 311-315 W. MONROE ST. 
a eS CHICAGO, ILL. 


should 
i th it ry 


ity ol 





aa FRESKO PROCESS CONTROLLED BY 


ves of / NS FRESKO INCORPORATED 
. H/ | 20-24 EAST ST. 
stores BOSTON, MASS. 
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Stabilize 
Good \Wvr:!/ 


\ » 
\\ ” 


The position of ERIC Grain is w 
as fixed as the flow of style is 





fluctuating. 


Naturally such leaders as 
“GEUTING’S” select this 
stabilized feature leather for 





mannish type shoes—be they 





children’s, men’s or women’s. 
It pays to play with leaders. 


Winter footwear contains the 


< highest percentage of ERIC 


< leathers. 














Ask for Schmidt Calf samples as you buy 
your fall shoes and look for Schmidt Calf 
Leathers at the Fall Style Conference. 


MMT 


Le Schmidt &(64], 
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This life-like display of children’s shoes was 
shown by A. H. Geuting Co., Philadelphia. 
Mr. Geuting has been the executive head of 
the shoe retailers’ national association for 


many years. 
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D C LYoi t — Tanners of the Schmidt Caif Leathery 
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THE Number 1600 eyelet, with its 
moulded black and white cellu- 
loid face, is startling in its smart- 
ness . . . its snap expresses the 
tempo of the modern sports shoe 
. .. Visible Eyelets are one of the 
marked characteristics by which the 
wearer quickly judges the quality 
and workmanship of the shoe. 
The clinching surface of the new 
roll-back, invincible eyelet is as 
smooth as its lustrous celluloid 
fast-color face. Write for further 


particulars. 


ts 


‘. ap pow ——— 
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DIAMOND BRAND Visible FAST COLOR EYELETS 
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m National Magazines 





nr Wright enlarges advertising program 
| for coming season. 
























New plan of dealer cooperation mul- 
tiplies effectiveness of local tie-up. 
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| End Your Foot | Troubles 


Step out of foot ee ste; ng 4 pair of 
Arch Preserver Shoes. The 

bodily fatigue . give you f 
in action. This is the of 
PRESERVER shoe with 
successfully duplicated. C Ds 
Red Label styles, $10.00 up. 


Wi 


E. T. WRIGHT & CO, ine. 
Reckiact, Mass 


CF Ice gepnpe Bae SHOE Nation’s Business, Time, Van- 
Let Lecemem.! ctr Ont. 


“ FOR MEN 
v AN 1 —_ Perr ee es | «ity Fair, and Forbes Magazine 
... appealing not only to men 
Small reproduction of quarter page adver- 
tisement appearing in The Saturday Eve- 
ning Post and other publications. Other but also to foot conscious 


advertisements of this type will appear 
weekly. 


icv aceon see c3 


eiiabid ee aleatee 


Week after week—in this new 








and more intensive campaign 
—Wright advertising appears 
in The Saturday Evening Post, 











who buy and wear fine shoes, 





men. 





“e. 


To increase the value of this 
greater concentration upon the 
foot conscious market, the cooperation of physicians, podiatrists, and 






chiropodists is cultivated by consistent advertising in The Journal of 
The American Medical Association and Journal of the National 


a — 
Stete Boerd Nutiber 


THE =QURNAL 


Association of Chiropodists. 





A week-by-week local tie-up is provided by which you can bring this 
campaign to a sharp focus in your community . . . pulling men who 
want foot comfort with smartness into your store. 


If you are located in a city where there is at present no Wright dealer, 
you are urged to write— 
or wire—immediately for 


ii 0 


"7 SQURNAT fe Wich t & 
4 SSS rl f ARCH 
, ( PRESERVER 
SHOE 


E. T. WRIGHT & CO., INC., Rockland, Mass. 
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full information. 









The only tanning house 
concentrating entirely upon 
the manufacture of 
REPTILIAN 
REPRODUCTIONS 


ESSEX 
MEANS TO EXCEL 
AND THAT IS] 
OUR FIRST PURPOSE 








































The keenest type of buyers are 
keeping us busy, primarily be- 
cause they can plainly see and 
feel the EXCELLING QUALITY 
OF ESSEX LEATHERS. 


They consider quality first, and 
price second, and find that 
ESSEX LEATHERS figure most 
economically in proportion to 
their quality standards. 








Our exclusive process applied 
to full grain, green salted skins 
only, gives the most perfect fac- 
simile of the genuine. 


This use of the best raw stock 
protects the user against those 
hidden imperfections not in- 
frequently found in products 
where price has been the sole 
consideration. 





ESSEX TANNING CO., Inc. 


PEABODY, MASS. 
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| Paris, London, Fifth Avenue—each contrib- 
utes authentic fashion information to our 
New York Style Studio. Sixty-seven years of 
experience have taught us to interpret this in- 
formation accurately in terms of nation-wide 

| demand. Consequently, women quickly rec- 
ognize the fashion rightness of Matrix Shoes. 
When they slip their 


feet into a pair, they find 












Matrix Shoes fulfill their ideals of comfort 


as well as of style. There is likewise authen- 
ticity in the phrase that so aptly describes 
the unique Matrix sole —“Your footprint in 
leather”. 
* * a a 
{The Heywood Boot and Shoe Company 
of Worcester, Mass., has been licensed to 


manufacture Matrix 


Shoes for Men.]} 




















E. P. REED & CO. 
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New York Style Studio: Marbridge Bldg. (Broadway at 34th St.) Philadelphia Office: Denckla Bldg. Chicago Office: 1729 Republic Bldg. or 758 Sherman Hotel 


ROCHESTER, N. Y. 
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Investment.. 








Provides a full, up-to-date big-value nationally advertised line 
of canvas shoes and waterproof footwear, with popular, buy- 
urging features, 


Keeps down your stock while giving wide selection of styles, 
thus releasing some of your capital and making your invest- 
ment work harder. ” 


Safeguards you against unfair competition. 
Gives you a smaller end-of-season inventory. 


Provides the liberal cooperation of a conscientious manu- 
facturer. 


Puts big black figures in your ledger. 
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Three questions, please. 1.—Have you made a good 
profit on your canvas and waterproof footwear invest- 
ment? 2.—Do you turn your stock a sufficient num- 
ber of times? 3.—Is your end-of-season canvas and 
walerproof inventory reasonably small? 


If the answer to any of these is “No,” there is real 
news for you on this page. News of a practical tested 
canvas and waterproof footwear plan that actually 
protects the Independent Dealer against unfair 
competition. A plan that gives the dealer full control 
of his stock. A plan that is bound to give quicker 
turnover and to make canvas and waterproof footwear 
rea! profit-makers. 


Protective Distribution. The Top Notch Plan. Built 
around a modern merchandising idea and a strong, 
fast-selling, nationally advertised line. 


The Independent Retailer is the keystone of the Top 
Noich success. The makers of Grips and Top Notch 
Waterproof Footwear believe it is good business to 
give their whole-hearted support to the Independent. 
This policy has built the Top Notch business. 


It will pay you to learn all about the benefits of the 
Protective Distribution plan. Ask the Top Notch 
salesman who will call on you soon with the snappiest, 
smartest, new-feature line of GRIPS that ever came 
out of a sample bag. 


BEACON FALLS RUBBER SHOE COMPANY 
Beacon Falls, Connecticut 
241 Congress St., 208 So. Jefferson St., 106 Duane Street, 


Boston, Mass. Chicago, Ill. New York, N. Y. 


1714 Washington Ave., 426 Second Avenue, No. 530 Howard Street, 
St. Mo. Minneapolis, Minn. San Francisco, Calif. 


TOP NOTCH 











Meet Dan McAlister and his 
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The Denton High School basketball squad, champions of Texas. At the left stands 
Dan McAlister, able coach of the Broncos. Notice the Grips on every pair of feet. 
Read why Dan McAlister recommends Grips. 


i a a a nn on) 


OU'RE lucky if you have a gym class.“That’s what builds the athlete”, says 

Dan McAlister, Coach of the Texas high school champions. And for 
gym class, basketball or floor work of any sort, Grips help you build your 
body faster! Get the shoes approved by leading high school, prep school and 
boy's camp athletic directors . . . Grips. Remember the name . . . Grips. 


Want to know why? You'll get it as soon as you lace up a pair of Grips. 
Boy, they fit you like the skin around an orange! Right up under the instep, all 
around the foot. They develop every muscle of the leg because they're more 
than shoes . .. they're a part of your foot. 





Prance the floor in Grips. Confidence! Pep! 
More than you ever thought you had. You 
won't call it gym work any more. You'll 
call it sport,.and ask for more. If you don’t 
belieye it, just try on a pair of Grips. If you 
don’t know what local store carries them 
shoot a post card to us and we'll tell you 
Beacon Falls Rubber Shoe Company, Bea- 


con Falls, Connecticut. 


GRIP SURE— The shoe with the famous patented suction 
cup sole that lifts the speed limit on fast feet. Cuts seconds 
off your indoor track work 


ASBURY —An all-around gym shoe with a lightwerght 
tole. A good, mexpeusive gym shor, used and recom- 
mended by athletn directors 


GRIP FORM — The speed shoe, built for basketball and 
other floor sports. ts springy immer cushion 1s a weal shock 
absorber for beel and instep. They speed up any fellow's 
feet and, boy, what comfort! 








One of the advertisements (in greatly reduced size) that will 
feature Grips gymnasium and basketball shoes this fall in 
the leading national publications reaching hundreds of thou- 
sands of boys from coast to coast. 
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ow much SOLE WEIGHT! 




















| = Do you remember grandfather's 
boots? How one was a big load 


“ i 
: 4 sa, for any medium-sized boy? Never 
pee §=ggqin will the quality of shoes be 
















measured by their heaviness. 
a 


Today we demand light soles—minimum weight 
with maximum wearing qualities and comfort. 
That is the reason for Darex—the Insulating Sole 
—made of Latex bonded felt — waterproof, slip- 


do you lift per mile? 















As determined 
by a leading 
institute of 
technology. 


MARARARARAAD 




















An interesting comparison of the aver- 
age weights of leading types of soles. 


DAREX 


the Insulating Sole 


offers not only light weight but long- 
wearing qualities and a new kind of foot 
comfort. 


























proof, non-conductor of heat or cold —- 
minimum weight—maximum wear—in every 
way a modern sole designed for modern 
shoes in the upper price levels. 


Write us for full information. 








SHOES WITH LIGHT-WEIGHT, 


LONG WEAR. DAREX 












ING SOLES SELL BETTER, 


SATISFY YOUR 








CUSTOMERS, INCREASE YOUR PROFITS. 

















SPECIFY DAREX SOLES ON THE SHOES YOU BUY, 


















DEWEY & ALMY CHEMICAL COMPANY, CAMBRIDGE, MASS. 
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Lelong—“Dark warm browns, slightly rosy 


in tinge” 
Martial et Armand—“The entire brown 
range — is tinged 


with red” 


Maggy Rouff—“Choco late and cocoa 


Browns” 
Marthe et Rene—“reddish browns” 


All of which means that you can safely 








increase your percentage of shoes in 


Cade Chie 2 /] 


The (New Crnstle <x sha ler OC. bes 


Samples by request to Mcom 1702 - 100 Gold Street, (Mess York 
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SHOE FOR MEN 


@In “CLASSICS” we present a new and distinctive specialty line of finer shoes for men—- 
high grade footwear of character which can be profitably retailed in all styles at eight dollars a pair. 


@ The choicest cuts of the skins and the finest selected oak leather are built into each pair by our 


most expert craftsmen. Each pair is refined and clean-cut—is in every way a “classic” of the shoe 
world. 


@ While “CLASSICS” are distinctive specialty shoes—not connected with the general line of 
Peters Shoes by trade mark stamp or label—they reflect every advantage of our great organiza. 


tion, and are maximum values at minimum cost. 


Twenty-Eight 
In Stock 
Styles 
All Sizes and All 
Widths 
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the interwoven fibers of hide substance 
from which leather is made. Perhaps 
no other single feature explains so 
fully why leather soles always have 
been and always will be the favored 
shoe bottoming. Not only does leather 
allow the feet to breathe, but it ad- 
iysts foot temperature more comfort- 
ably and takes up perspiration more 
perfectly than any other sole material. 
Many experts in the study of foot 
health believe that non-porous soling 
materials are highly injurious to the 


eet. : 
, During the War the importance of 
this porous character of sole leather 
was clearly brought out and its simi- 
larity to human skin was discovered. 
The leather soled shoe acted simply as 
an additional protective skin on the 
doughboy’s foot. He was in the trenches 
for weeks at a time when it was im- 
possible to remove his shoes. The 
porosity of the leather kept his feet in 
excellent condition. No shoes or boots 
of other material were feasible for 
trench work. It was unsafe to wear 
boots that were absolutely waterproof 
because they were also airproof, and 
the feet could not be maintained at 
a comfortable temperature or in a 
healthy condition. 

Not only is leather comfortable and 
healthy for the feet because of its 
porosity, but it can be made of a flex- 
ibility that renders the new shoe as 
easy to wear as the old one which 
one hates to discard because it is so 
comfortable. The old idea that a meas- 
ure of the quality of leather is its 
hardness and rigidity has been shown 
to be false. If two soles of the same 
thickness are taken, one flexible and 
the other rigid, and given the same 
wear, the flexible sole almost without 
exception will outwear the rigid sole as 
well as being much the more comfort- 
able. There is a distinct trend on the 
part of the public toward the more 
flexible type of sole leather for this 
reason—that it combines greater com- 
fort with better service. 

If shoes are to give the greatest 
satisfaction to the user they must be 
treated with care, particularly in dry- 
ing, and the care must extend to the 
leather soles as well as the uppers. 
First, wet shoes should not be worn 
longer than necessary—because the 
thread rots, and wear is faster when 
the leather is wet. Moreover, if dried 
too fast, the leather tends to shrink, 
become misshapen and hard. And 
leather thoroughly soaked burns more 
readily than dry leather. Heat greater 
than the hand can bear is too intense 
for drying. Best results will be ob- 
tained if the wet shoes, properly treed 
or stuffed with paper, with soles coated 
lightly with neat’s-foot or similar oil, 
are allowed to dry slowly at a low heat, 
preferably away from much light. 

Though insignificant quantities of 
horsehide and Indian water buffalo 
hides are tanned in periods of stress, 
cattle hides, for practical purposes, are 
the raw materials from which sole 
leather is made. In general, cows have 
hides that are lighter than those of 
steers and bulls. Therefore, lighter 
weight sole leather comes from cow- 
hide, heavier from steerhide. The best 
of these hides comes out of the meat 
packing establishments of this country 
and South America—tanners of the en- 
tire world bid for the supply available 
in these centers. 

In this country in normal times more 
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than 9,000,000 hides are tanned an- 
nually for sole leather—enough to 
make more than half a billion pairs of 
men’s, women’s and children’s soles, or 
nearly enough to give each individual 
in the country five pairs. Fitted 
snugly together these soles would car- 
pet 16 square miles of landscape—such 
is the foundation for American feet 
that our tanners turn out annually. 
Other feet, too, are shod with Amer- 
ican leather, for it is exported to Can- 
ada, the United Kingdom, China, Java, 
the Philippines and in lesser quantities 
to practically all nations that manu- 
facture shoes. Besides we ship away 
several million pairs of finished shoes 
soled with American leather in an av- 
erage year. 

Properly tanned and finished, every 
part of every hide makes good leather, 
but this does not mean that the char- 
acter of the leather is the same over 
the entire area of the tanned hide. 
Usually the best sole leather is cut 
from that part of the hide extending 
over the kidneys or over the rear 
quarters (butt). The neck is thick. 
The shank, taken off over the shins, is 
still boney after tanning. Each part of 
the hide is used for making the shoe 
parts for which it is best fitted. Out- 
soles, insoles, heel lifts, other heel 
parts, counters and box toes—all may 
be cut from the same hide. 

Some shoe manufacturers buy their 
leather uncut—that is, as it leaves 
the finishing department of the tan- 
nery. Usually they express its weight 
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in which sole 
leather is cut before shoe 


Six ways 


parts. are marked out. The 
bend area wears about twice 
as well, the headless 
shoulder once and a third as 
well as the belly area. 
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in irons. But most manufacturers buy 
cut soles and express their weight in 
“inches” though to them an inch is not 
the usual surface measure—1/12th of 
a foot. An iron is exactly 1/48th of 
an inch. Therefore, a nine-iron sole 
is 9/48th of an inch thick. When the 
other scale is used 20 uniformly thick 
soles are placed on top of each other 
and their combined thickness is meas- 
ured. If 20 soles have a combined 
thickness of eight inches these soles 
are called eight-inch soles. Should 
their total thickness be seven or nine 
inches, they would be referred to as 
seven- or nine-inch soles. 

Soles are sold, already cut, to manu- 
facturers who do not themselves cut 
leather. A study of manufacturers’ 
needs has revealed that five sizes for 
women’s shoes and five for men’s, 
properly proportioned, exactly meet 
average requirements. These sizes, 
and proportions, do not exactly match 
those of shoes sold in every retail store 
because the shoe manufacturer has to 
allow for some waste in trimming the 
soles. 

Here is what each case of 60 pairs 
of soles contains: 

For Men For Women 
Pairs Size Pairs Size 
8 10 

9 15 5 
10 20 6 
11 10 7 
12 5 8 

We have considered sole leather par- 
ticularly in connection with its use in 
outsoles—but its parallel use in: insoles 
is equally important. The porosity, 
flexibility, shape retention of leather 
are most important where the foot 
contacts with the shoe. Welt, Stitch- 
down, Littleway and McKay shoes re- 
quire insoles, and though they are 
partly hidden, their function is most 
important. 

Insoles in different quality shoes 
vary considerably. An insole is com- 
monly considered as a most important 
part of the shoe if the customer is to 
have the most for his money. Un- 
fortunately, though the insole plays an 
important part in building up the total 
thickness of the portion between the 
foot and the ground, manufacturers, 
facing difficult price competition, some- 
times resort to inferior insole mate- 
rials. They even go so far as to use 
heavy paper over which is pasted the 
very thinnest of cheap splits of leather. 
Because the insole is supposed to carry 
the brunt of the battle in holding the 
shoe in shape and in insuring foot com- 
fort, it is clear that customers who are 
to be assured shoe-wear satisfaction 
and shoe-shape satisfaction must be 
given high-grade insoles. 

Insoles are cut from the bellies and 
shoulders of the same hides that are 
used for cutting outsoles from the 
backs—and a lower grade but still “all 
leather” insole is made from split 
stock produced by the side upper 
leather tanner. What varies most in 


insoles is the appearance of the grain 


and the solidity. The weight com- 
monly varies from two and one-half to 
eight irons. A tight, even grain is 
sought by manufacturers of high grade 
shoes and since this grain commonly 
is found on the heavier insoles such a 
selection is the best. Varying sizes of 
insoles are cut in each selection—for 
men’s shoes, for instance, five sizes are 
cut and shipped in such proportion that 
[TURN TO PAGE 52, PLEASE] 








A NEW Shoe Product 
that Means EXTRA Profits 


























AMERICA has long waited for the SHU-BAG—displaying it means selling it. 


BEACON SHU-BAGS are seamless elastic knitted coverings for shoes. They pro- 
tect shoes and clothes while traveling and at home. Their utility is equalled taile 
only by their inexpensiveness. most 

- / com} 
The vogue for novelty footwear means a greater need for Beacon SHU-BAGS. it on 
The autumn exodus to school and college will bring an even greater demand for me 
this necessity. Every shoe purchaser is a prospect for Beacon SHU-BAGS. = , Fe 


‘ ‘ - 4 = of tl 
Only two sizes are needed — men’s and women’s — which means a small stock of A 


investment. | that 
. ? : " 7 : ? el aes) entir 
Don’t wait for our salesman. Send for a sample pair and full information NOW. A tion. 


Beacon SHU-BAGS are made in solid colors and fancies. They mee ee , 


retail rapidly and PROFITABLY at 25c and 50c per pair. 80 a 


THE POWELL KNITTING CO. AFA) 


Selling Agents 3 NN ; ad 
AFFILIATED HOSIERY MILLS, Ine. / same 
93 Worth St.. New York 7 / AM othe 


has 





Representing: Y lay 
THE POWELL KNITTING CO. HERBERT HOSIERY MILLIS, Ine. . ’ stite 
28th & Parrish Sts., Philadelphia, Pa. Norristown, Pa. 
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Advance Buying Under Way 


Chicago Wholesalers Report Better Conditions—Retail Trade 
Steady 


CuHIcAGo (UTPS)—Retail and whole- | 
sale shoe trade in Chicago enjoyed a | 
firm but dull period of business last | 
week. Sales totals held steady in re- | 


| 


lation to the previous week, but showed 
a slight decline from the correspond- 
ing week of last year. Fall styles 
swung into demand in the wholesale 
houses, merchants buying in prepara- 
tion for the coming cold months. 

Department store shoe sections seem 
to have suffered more during the last 
seven days than the independent re- 
tailers, in some instances a loss of al- 
most 2 per cent was noted in sales as| 
compared with the previous week, but 
it only averaged .8 of one per cent for | 
the group. | 

Marshall Field, in a full-page, six- 
column spread, announced the opening 
of their August shoe sale, “the Classic | 
of All Shoe Events a historic sale | 
that has been famed throughout this | 
entire region for more than a genera- | 
tion.” According to one of their buy- 
ers, former Chicagoans from all over 
the entire United States order by mail | 
so as to take advantage of these shoe | 
savings. 

Among some of the new fall models 
which they are showing is a black 
suede oxford with a small toe cap of 
very dark blue kid, having a serrated 
edge. The quarter is trimmed with the 
same material and also serrated. An- 
other model of black suede is a pump 
with blue kid toe and quarter, which 
has a tiny triangular snakeskin under- 
lay on the vamp and quarter. While 
stitching radiates from the snakeskin 
and black grosgrain ties add a touch of 
smartness. 

Grossman’s are now holding their 
seasonal $2.85 sale which has long at- | 
tracted’ wide attention from Chicago 
women. 

The Evanston store of Feltman & | 
Curme has an attractive window con- | 
taining many new fall models in the | 
latest styles and shades. Fieldmouse | 
brown, Boston brown, Autumn brown, 
and Pistachio green (a medium dark 
shade) are some of the newest colors. 
They display a green suede pump with 
a narrow strip of bronze kid laced | 
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diagonally across the vamp which is | 


most attractive. 

The suedes in black and browns will 
undoubtedly prove to be heavy autumn 
sellers, according to present indica- 
tions. Patent, which has been steadily 
gaining in popularity, suffered a slight 
relapse, possibly due to the extremely 
warm weather of last week, while for- 


| merly declining whites enjoyed a sub- 


| 


stantial comeback. 

Many Chicago merchants are making 
renewed efforts to dispose of final tail- 
ends of sport shoes. A large number 
report success in disposing of many 
extra pairs through the medium 
the fall golfers. 

A noticeable trend of the fall styles 
is toward side buckles and buttons on 
the strap models. 

All in all, shoe men in this district 
remain optimistic, apparently believing 
in the old adage that history repeats 
itself, and that eventually the upswing 
is certain to begin as it always has 
after innumerable depressions of the 
past. 


| Merchants in Campaign 


Against Nuisance Tax 


PITTSBURGH, Pa. — Local shoe mer- | 


chants are interested in the plans of 
the Mercantile Tax Repeal Association, 
which has started an educational cam- 
paign for the purpose of having the in- 
coming State Legislature repeal the 
tax law. 


The mercantile tax first became a law | 


in 1845 and was twice amended, in 
1849 and in 1899. It is under this act 
that the present tax is collected. Penn- 
Sylvania is the only State in the Union 
that collects such a tax, and it is known 
among merchants as the “nuisance” 
tax. 


New Miami Shop 


MIAMI, FLA.— The Raymond Ward 
Shoe Company, of Haverhill, Mass., 
has opened a women’s shoe store to 
handle their product at 6 West Flagler 
Street, Miami. Samuel W. Cohen is the 
manager of the local store. 
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of | 


| with the 
| bought. 


Good Business 
for Autumn 
Is Anticipated 


St. Louris, Mo.—With selling energy 
|for summer footwear waning, mer- 
chants are concentrating on the season 
ahead with anticipation of a decided 
upturn, after a dull August of clean- 
|ing up. shelf-conscious merchandise. 
The first impulse for fall footwear di- 
vides its prestige between black and 
brown kid, with a sprinkling of suede. 
Included in the prominent materials for 
early showing is black tosca and file. 
Java ring lizards have been recognized 
by some of the smart operators as hav- 
ing a place in the call. 

The importance of black and brown 
velvet suits and dresses, together with 
millinery of similar material, particu- 
| larly berets, offers unusual opportunity 

for suede footwear to complete a smart 
| harmony. . 

In patterns ties occupy a prominent 
position in the demand. Step-in pumps 
with bows are frequently seen in the 
array of new fall patterns. 

Opinion has been expressed in higher 

| priced stores that the volume of their 
business for fall will range from $12.50 
to $16.50, with sales above the latter 
| price being sparse. 

Business in practically every store is 
behind last year’s volume. An average 
figure consolidated from those submit- 
ted by a number of stores is 8 per cent 
decrease. In view of the slowing busi- 
ness pace experienced during the past 
| season, the decrease is above the down- 
| ward trend in other lines. 

White shoes have been cleaned up in 
| the sales to a degree that the few pairs 
| unsold will not seriously affect inven- 
| tories. One large department reports 
having sold white shoes to within 176 
pairs. Similar statements were made 
in other stores, indicating low inventory 
on whites. 
| Colored kid shoes have not moved 
same vigor as they were 
Just how many pairs will be 
carried over is conjecture. Medium 
priced footwear in such stores handling 
top grades has had a stimulating in- 
fluence on sales, one store reporting 
that through this department they were 
able to make a creditable showing. 






















There Is Nothing Better Fitting Than 
Because they are priced low enough to be within 


reach of the average purse yet high enough to pro- 


vide for quality materials and genuinely good shoe- 
making. 










Quality material and good shoemaking are essential 
to real foot comfort. 
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Ohio Valley 
Dealers Discuss 
Tax Situation 


Speaker Urges Inventory Con- 
trol and Decrease in 


Selling Cost 


CANTON, OHIO (UTPS)—wWith an at- 
tendance of about 70, many of whom 
were shoe retailers, the fifth of the se- 
ries of district meetings, sponsored by 
the Ohio Valley Retail Shoe Dealers 
Association, the Ohio Retail Dry Goods 
Association, and the Ohio Retail Cloth- 
iers’ and Furnishers’ Association, was 
held at the Shrine Clubhouse here 
July 28. 

Following a golf tournament and din- 
ner, George V. Sheridan, executive di- 
rector of the Ohio State Council of 
tetail Merchants, spoke on the taxation 
situation in Ohio, warning the retail- 
ers of the imminence of a sales tax, 
which the Ohio Legislature may enact 
at the next session to boost public reve- 
nues. He asked retailers to study the 
taxation question and oppose the pro- 
posed sales tax. 

Frank Stockdale, business analyst 
and head of the store management di- 
vision of the three associations, led 
the discussion on “What Is Ahead in 
Retailing.” He emphasized the neces- 
sity of retailers following improved 
business systems in which a thorough 
knowledge of profitable and losing lines 
was fundamental. He said that con- 
trol of inventory and selling expenses 
was absolutely necessary to operate a 
money-making business under present 
competition. 

A discussion of everyday problems 
in the shoe business was featured. E. 
D. Carey, president of the Ohio Re- 
tail Clothiers’ and Furnishers’ Associa- 
tion, presided. The program was ar- 
ranged by C. E. Dittmer, secretary of 
the three associations participating in 
this event. 


Better Demand for 
Higher Priced Shoes 


SHREVEPORT, LA. (UTPS)—Sales 
are about up to the standard of 1929 
in the sale season, according to H. A. 
Morris, manager of the Rosenberg 
Shoe Store of Shreveport at 425 Milam 
Street. This store handles shoes from 
$10 up, and a good demand for high 
priced shoes is being experienced. 


A. P. Weiss Promoted 


CANTON, OHIO (UTPS)—A. P. 
Weiss, who has been identified with 
the A. S. Beck Co. operating a local 
unit of a chain shoe store, in the Har- 
ris Arcade Building, has been appointed 
manager of the store. He was for- 
merly in Cleveland and was associated 
with Halle Bros. Co. and the I. Miller 
store. 


Selby Plant Busy 


IRONTON, OHIO (UTPS)—The Iron- 
ton plant of the Selby Shoe Co. is now 
operating at capacity with 650 em- 


ployes. It is said that some of the 
salesmen have been called off the road 
for a few weeks. 
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Harry T. Wright With 
Brockton Shoe Mfg. Co. 


Will Serve as General Superin- 
tendent 


HOLBROOK, 
Mass.—Harry T. 
Wright, formerly 
of Alden, Walker 
& Wilde, was re- 
cently appointed 
general superin- 
tendent of the 
Brockton Sho e 
Mfg. Co., of Hol- 
brook, following 
the _ resignation 
of Walter Ar- 
nold, former gen- 
eral manager of 
the Holbrook fac- 
tory. Mr. Wright carries with him to 
his new position a wealth of experience 
in the manufacturing field, having been 
identified for many years with a num- 
ber of factories on the South Shore. 

William F. O’Neill will continue to 
conduct the business as general man- 
ager and treasurer, personally super- 
vising the regular production and that 
of the new “Super-Five In-Stock De- 
partment.” 


Harry T. Wright 


California Predicts 
Retail Trade Increase 


SAN FRANCISCO, CAL. (UTPS)—Re- 
tailers throughout California look for 
increased prosperity in this State 
within the next two months, due to the 
success of the Federal Farm Board 
organization plan for the grape and 
raisin industry of California, whereby 
more than 85 per cent of the 506,700 
acres of vineyards has been signed up 
under the control of the California 
Grape Control Board, Ltd., the gist of 
the control plan being to buy up the 
annual 300,000 tons or so of surplus 
grapes and either convert them into 
by-products or let them rot on the 
vines, thus saving the grape and raisin 
markets from the annual demoraliza- 
tion through the tremendous overpro- 
duction. 

Stabilized prices for both grapes and 
raisins are expected to result. The 
peach canning industry has put a sim- 
ilar plan into operation without the 
aid of the Federal Farm Board, by se- 
lecting a Cling Peach Control Commit- 
tee. This committee has ruled that 
with an estimated cling peach crop of 
485,000 tons, representing a pack of 
some 20,000,000 cases, only 13,000,000 
cases shall be canned, and the remain- 
der is to be purchased either at the 
canneries or before picking from the 
trees and allowed to rot, thus avoiding 
overproduction. The dried peach in- 
dustry and the fig industry, controlled 


ciation, has also received promise of 
Federal Farm Board aid to the extent 
of $200,000. 


New Company Incorporated 


HARRISBURG, PA.—A State charter 
Dauphin Shoe Co., which will make, 
sell, buy and deal in boots, shoes and 
leather. Incorporators are George Ross 





Hull, C. B. Miller and J. W. Milhouse. 
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MUSEBECK 
PuubleFech (YeurStusight 
SHOE 





IN STOCK 








by the California Peach and Fig Asso- | 


017 Tan Mellow Calf 


$4.60 
018 Black Mellow Calf 4.50 


WALLSTREET 


033 Tan Mellow Calf 
034 Black Mellow Calf 


Benz Brown Kid 
Evans Black Ruby Kid 


060 Evans Black Ruby Kid 


$4.58 
080 Black Mellow Calf 4.530 


070 Evans Blak Ruby Kid 


075 Benz Brown Kid 











TERMS: 2% 


20 DAYS, 30 DAYS NET 





of incorporation was granted to the 


MUSEBECK 
SHOE, COMPANY 


DANVILLE, ILLINOIS 





Notice who wear them! 





The Executive 
WEARS UNITED CUSHION 
HEELS 
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PRESTIGE... 


on the finest shoes 













This modern heel appeals 
to the wide-awake man of 
business. Its scientific core 
construction and clean un- 
broken style lines mean 
even more to the well- 
dressed man of affairs than 


its extraordinary service. 


Look for the 


ee D” 





UIST om Bee 
CUSHION 
HEEL 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 
Men’s Shoes 


/f,STEADY PROFITABLE 
BUSINESS IS WANTED.SELL- 








(P) M. A. PACKARD co., Makers (P) 
BROCKTON 











NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 


MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 





























‘HIGHEST GRADE ONLY” 


WEYMOUTH. MASS. U.S.A. 











Th on ioe 


WONEST ALL 


50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Lew 


KUMFORT-ARCH SHOE 

















friends are not, and back in the carton 
goes that pair, to be followed by many 
another, inspected and condemned by 
this ‘giddy board of inquiry. In self 
defense, we are forced to secure a 
favorable opinion through the strategy 
of leading questions, suggesting that: 
“Of course they notice the excellent 
fit, the stylish heel, or the fascinating 
gadgets on the strap.” 

To pry eight or ten dollars out of 
such a quartette requires the patience 
of a duck hunter and the agility of a 
star halfback. Thursday is ‘Biddy’s’ 
day in these parts and on Thursday, 
in the shoe business, strong men weep!” 


High Heels and Poisonous Posture 


“The history of dress and costume 
tells us that high heels are an institu- 
tion of ancient standing, nor have they 
always been confined to the so called 
weaker sex. By the same authority 
we are informed that high heels were 
primarily ordained for dress and formal 
occasions; not to be worn to six day 
bicycle races or a _barbacue lunch. 
That just the opposite is the accepted 
practise visibly evident in the “Debu- 
tante Slouch” and “Charley Horse 
Walk,” as witness the multitude of 
sweet young things, and many not so 
young, whose’ mode of locomotion 
strongly resembles a cat stranded on a 
sheet of ice. 

This past fall we received a visit 
from a nice, young lady who hobbled 
into the store on crutches searching for 
a dressy, low heel pump. She was 
neither hard to please, or to fit, and 
during the operation, we expressed a 
solicitous interest in her disability. 

“I broke my leg falling down the 
Stadium stairs” she explained. “Caught 
my heel.” 

“High heels?” we inquired hopefully. 

“Fea.” 

“Well,” said we, swinging into our 
favorite theme. “Guess you’ve learned 
your lesson.” 

“Oh, no!” she countered brightly. 
“TI love high heels and just as soon as 
I can get around again, I’m going to 
have another pair.” 

Utterly crushed, we bade a sorrow- 
ful farewell to the nice low heel pumps 
knowing full well they were headed 
straight for the ashcan, and that place 
where the woodbine twineth! 

Dainty high heels! You meet them 
on the street; they peep at you from 
behind soda fountains, emerge from 
dashing roadsters, bent and scraped; 
and give your noonday waitress that 
fascinating wiggly, wobbly walk.. When 
the day’s trotting about is over, these 
poor souls sit down and exclaim: 

“I’m so tired I could scream!” 

For their strained, unbalanced bodies 
usually give them plenty of grief while 
their friends and relations are on the 
receiving end of their ill humor. 

“What! Wear low heels? I should 
say not! Why, they’re for old women!” 

Alas! Only the physician of high 
repute can make low heels fashionable; 
via the prescription route. The lowly 
shoeman, like the prophet, is without 
honor in his own country.” 

My friend, the manager, called my 
attention to three or four shoes on his 





desk. Homely specimens of footgear 
they were—low heeled, and made of 


48 










| The Feet Called Mates 


[CONTINUED FROM PAGE 19] 


soft black kid. “These,” he said. “Are 
what we generally call ‘Old Ladies 
Running Shoes,’ not that they sound 
a new style note in elderly women’s 
athletic footwear, but simply because 
the name seems exactly made to order 
for them. They’re house shoes, and 
about the only kind of shoe which can 
excite a woman into saying: 

“I want them big and roomy, and 
I don’t much care how they look.” 

Even the disposition-wrecking house- 
maid yields to their psychic appeal and 
becomes as putty in our hands. Far 
too many women ruin their sunny tem- 
peraments and girlish figures wearing 
out their cuban and high heeled wrecks 
around the house. It certainly is 
costly economy when they could just 
as easily be comfortable, but I suppose 
they’re afraid the iceman would have 
hysterics at the sight of a pair of Old 
Ladies Running Shoes.” 


Pinch Hitting for Houdini 


“Day by day existence in a shoe 
store is not just a leisurely procession 
of routine events, and soft voiced and 
agreeable customers. Far from it! We 
have our high moments, our rough 
nassages, and not infrequently, a good 
laugh. What with the wide range of 
possibilities we’re pretty likely to be 
constantly between a sweat and a 
shiver, every time the door opens. 

Our most persistent nuisance is the 
feminine representative of the social 
uppercrust. Luckily, this putative 
Goddess of Chaos descends on us during 
the morning hours, when the oppor- 
tunities of laying the place in ruins, 
and stampeding a flock of customers, 
are comparatively negligible. She 
bursts in wringing her hands and de- 
claring she is in just a frantic hurry, 
must have such and such an article 
immediately; runs the perspiring sales- 
man ragged, snatches the unwrapped 
parcel from his palsied hands, and 
bolts out the door, where she meets 
another member of the same clan, and 
clutters up the entrance for twenty 
minutes while they chew the rag. 

Christmas brings us young brides 
and doting mothers seeking slippers for 
hubby or brother; uncle or the iceman. 
They love to bend up merchandise and 
guess how they will look on the foot. 
Pinned down to cold facts by the 
heckled salesman who is casting dis- 
vairing glances at the impatient cus- 
tomers on the outskirts, they don’t 
know the size, can’t furnish a workable 
description of the party’s physical pro- 
portions, but are almost sure he wears 
a six and five-eights hat! He probably 
does—only a pin head would have such 
relations; anyhow, we give them a size 
seven slipper, tell them to do thei: 
Christmas swapping early, and sen 
them away happy. As a matter of 
record, it’s remarkable how many times 
we are right—judged by the rate of 
exchange. 

Oh, yes! Christmas also brings us 
wise cracks about banana peels making 
fine slippers! 

A man attired in the uniform of the 
American Federation of Labor hap- 
pened in a short while ago, and dis- 
played to our astonished gaze, a pair 
of feet which had been caught beneath 
[TURN TO PAGE 50, PLEASE! 
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Give your customers 


the 
‘| COMPLETE 
‘| SATISFACTION 
OF 
NON-SLIPPING HEELS! 
| SPECIFY onco. INNERSOLES 








Then you need not guess that your 
shoes will be comfortable at the 
heel. Onco Innersoles through 
their full flexibility give assurance 
that the form-fitting heel will not Onc@Q. 
slip, because heel-slipping is largely ———— 


caused by sole rigidity. Another THE PERFECT INNERSOLE 
outstanding feature of ONCO In- 








PERMANENTLY LIGHTER IN 
nersoles is that they eliminate the pharmacies penrnvssiel 
CUSHIONED UNIFORM MOISTURE 
squeaking of shoes. Increase the RESILIENCY =n crickase 4 ABSORBENT 
‘ - RETAINS ITS WILL NOT 
goodwill for your store by specify- SHAPE DRAW THE FEET 


ing ONCO Innersoles. 


NO SQUEAK IN ONCO INNERSOLED SHOES 


FOUNDED '1852 


Portland, aine 














BRANCH OFFICES: 






New York City Boston, Mass. Chicago, tl. 
233 Broadway 76 Lincoin Street 110 So. Dearborn Street 
Atlanta, Ga. St. Louls, Mo. Pittsburgh, Pa. 






1023 Candler Bidg. 1012 Arcade Bidg. 1626 Oliver Bidg. 


San Francisco, Cal. Minneapolis, Minn. Montreal, P. Q. 
58 Sutter Street 736 Plymouth Bidg. 509 New Birks Bidg. 
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WHERE TO BUY 
Men’s Shoes 








“A MAN’S DECISION” 

WEL> 
a 
THE aW/é 
Ve 

Men’s 

SHOE "i 

Shoe Ce 
Besten—183 Eesex Street Brockton, 

HN. Y.—015-917 Marbridge Bldg. Mass. 














WHERE TO BUY 


Women’s Shoes 








Complete color 
combinations 


Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. 
833 West 27th St. New York 


Dutt, 


FOR WOMEN 
THE JOHN EBBERTS SHOE ©O., ING. 
Buffalo, N. Y. STOCK 


Ultra-Smart Sandals 


























WHERE TO BUY 


Shoe Forms 


Jarry Forms 
for Shoes and Hosiery 


made of white, 
transparent or colored 


Fi FAIRYLITE 
Shoe Form Co., Inc., Auburn, N. Y. 











WHERE TO BUY 


Store Fixtures 


HAVE rot : CO a THE 
ava on, OR OL ODOR OO im Ow UL OLO 


of SHOE STORE FIXTURES 
ind STORE INSTALLATIONS 


l GOODWIN & 











a twenty-seven ton steam shovel; and 
he could still navigate! It seems an 
amateur steam shovel operator, while 
learning his profession, had run the 
contraption’s caterpillar tread onto 
this unfortunate individual’s pedal ex- 
tremities, lost his head, and had had 
an hectic time getting it off again. 
Meanwhile, this chap’s feet had changed 
their contour! Did we fit him? Yes 
sir! And to his satisfaction! We were 
all constrained to admit that perhaps 
the shoes were a bit longer than ne 
required, but his was a problem of 
width—and he got it! 


Secret Service 


“Your question concerning the how 
and why of shoe sizes raises a much 
debated subject. For the most part, 
shoes are marked in cabalistic symbols 
which betray their real size only to the 
initiated. This is not done to defeat 
the ends of justice, but to aid the 
perspiring shoeman in his diplomatic 
mission of convincing the woman of 
two hundred pounds gross displace- 
ment, that an 8 D shoe is actually a 
4% B. Why is this form of humbug 
necessary? Vanity, sir! Feminine 
vanity!” 

Back in the Mauve Decade, when 
this woman was sweet sixteen, no doubt 
she wore a 4% B. But today? Ah ha! 
That’s another story! The measure 
stick plays no favorites and tells no 
lies, so off we go and get a nice big 
shoe that fits a nice big foot. 

“What size is that?” is the suspicious 
question. 

“Why, the same as your old shoe, 
Madam.” 

“Is it a 4% B?” 

“Isn’t that your usual size?” 

“It certainly is, young man. 
always worn a 4% B.” 


I’ve 





| her to another style marked in a dif- 
ferent code—they don’t know them all. 

Not so good, you say? Pretty weak! 
Well, we agree. We don’t think much 
of it ourselves. So we resort to a 
little logic. If she can read one or 
two size codes, you can bet she comes 
pretty near knowing what size she 
wears. We draw closer and say in a 
confidential voice: 

“It’s quite evident that we do not 
have to tell you anthing about shoes.” 

iis never does any harm, and with 
the opening wedge once driven, we 
proceed to point out that a woman of 
her intelligence wouldn’t buy short 
shoes. (Oh, no!) We indicate that 
while we’re willing to leave it to he: 
judgment, naturally she wouldn’t want 
us to deliberately misfit her, etc., a 
nauseam! Of course it takes time, 
but team work is great stuff!” 


Conscientious Objectors 


“This size business causes a lot of 
trouble. Shoemen, in general, fee 
that they’re pretty well equipped t 
determine whether or not a shoe fits, 
but somehow, they’re totally unable to 
get this idea over to those customers 
specifically classed as Conscientious 
Objectors. This species, largely fe 
male, invariably objects to the first 
pair tried on, whether the shoe fits or 
not, and even though she likes th 
style. The shoeman is then confronted 
with the necessity of doubling in bras 
without betraying himself. 

“Quite so, Madam.” Off comes thi 
shoe, back into the racks it goes, and 
another pair the same size and style i: 





“Then this shoe should fit you per- | 


fectly!” is our tactful reply, and that’s 
that! She’s not kidding herself, and 
Lord knows, she’s not kidding the shoe- 
man! 

No, men are not so fussy about per- 
petuating youthful memories. A man 
asks for say, an 8 D. The inevitable 
measure stick says no, not large 
enough. Off we go and bring back a 
10; one is given the customer to in- 
spect, the other is slipped on his foot, 
and he-is invited to arise and take a 
few tentative steps. 

“That feels pretty good,” says he. 
“Is that an 8?” 

“Oh, quite!” we answer glibly. He 
looks inside the shoe, and on the lining 
his eye encounters the symbols 442376 
42 2 Comb. CA. This means nothing to 
him so he just looks wise and says: 
“Wrap ’em up!” 

Yes, there are customers who can 
read sizes, believe me, there are! 
Furthermore, they keep their guilty 
knowledge to themselves until the cru- 
cial moment when they spring it on 
us, and then, having walked into the 
trap, we are faced with the necessity 
of bowing out gracefully. Having told 
the lady that she has on a 5 C shoe (at 
her request) she inspects the shoe 
coldly and barks: 

“Why, this is a 6% E!” 

There is more than one avenue of 
escape, however. The astute salesman 


can retrieve the offending shoe and say 
with due gravity: 

“You are quite right, Madam. Some 
mistake here, they’re in the wrong car- 
ton.” 


Whereupon, he can try switching 
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ceremoniously slipped on. 

“There, that’s better,” is the snapp) 
comment. “Why didn’t you bring me 
this size the first time?” 

Why, indeed! However, sarcasti: 
comments are out of order, so we sim 
ply reply in as bland a manner as pos 
sible: 

“Where so many people haven’t the 
foggiest idea of how a properly fitted 
shoe feels, it’s a relief to find some 
one who really knows what she wants.” 
The filthy lucre changes hands. 

“Thank you,” we say to the custom- 
er. “What ho!” we say to ourselves. 


is not always just a positive personal 
ity with a craving for debate; quite 


| often she has been the victim of a P.M. 


hound, who in his eagerness to fatten 
his pay envelope, has_ coldbloodedly 
crowded her into a pair of ‘Bats.’ In 
the argot of the fitting stool, a ‘Bat’ i 
a shoe which for some occult reason, 
has failed to sell, and why it has not 
sold is a fruitful source gf sulphurous 
repartee between the powers that be. 
The sales floor blames the buyer, and 
the buyer promptly returns the buck 
with sarcastic comments anent the 
density of ivory on the floor. How- 
ever, for most poisons there is an anti- 
dote, and in the shoe business we have 
the P.M. hound, the man with the elas- 
tic conscience, and a sordid sense of 
sordid commercialism drives him t 
collect the Premium Money, or bonus, 
attached to every pair of ‘Bats’ 
Careful as we try to be, the P.M. 
hound is usually one up on us, and his 


frequently return home with a loud. 
resounding thud! A congenitally sus 
picious individual seldom needs more 
than one homeopathic treatment at the 
hands of a real, up and coming P.M. 








[TURN TO PAGE 52, PLEASE] 
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CONSTANT COMFORT TURNS 


eonstantly sell at regular prices 


For almost every type of footwear August is the great “in between” month. Not so with 
Constant Comforts. When other lines are on your bargain counters staple Constant Com- 
fort shoes sell at regular prices for additional profits. 


Now is the time to sell Con- 
Why 


not do as many of our best 


stant Comfort Turns. 


retailers are doing and have 
a Constant Comfort Week in 
your store? 


Let’s get together and put on 





real Constant Comfort 


No. 391—82.15 a No. 176—83.25 
ve < ‘ Black Ruby Kid Newport Last. 14/8 Heel 
Black Ruby Kid. Melrose last. 9/8 Heel. Week. Let our Service Bureau In stock A, B, C, and D, St. Louis 


In stock B, C, D, E, and EE at St 
c, D, EB, and EE Auburn 


Louis 
for Retailers assist you. Write 


at once to the nearest A-W 
office for complete informa- 
tion about Constant Comfort 
Week and the August Window 
Display Contest. 


Send in your size up order 





NOW on staple numbers 
No, 209——82.65 
shown here. Black Ruby Kid. Oakland Last. 10/8 Rub 
ber Heel. In stock A, B, C, and D, St. Louis 
No. 382—82.65 B, C,. D, and E, Auburn ‘i 


Black Ruby Kid. Belmont Last. 13/8 Rub- 
ber Heel. In stock A, B, C, D, and B, 
at St. Louis. B, C, D, and E Auburn. 


IN STOCK 


St. Louis—Auburn 





No. 1S7—S83.85 
= be | __ Black Ruby Kid. Newport Last. 14/8 Rub 
EL ARCH SUPPORTS ber Heel. In stock A, B, C, and D Auburn 
Stocked in St. Loui on Belmont Last a 
. « - = No. 195 

No. 296—82.25 No. 187-3—83.85 
Black Ruby Kid. Common Sense Juliet Same as 187 in Spanish Brown Kid, Auburn 
Windsor Last. 7/8 Heel. In stock C, D, Stocked in St. Louis on Belmont Last as 


BE, and EE. No. 195-3 


AULT-WILLIAMSON 


SHOE COMPANY 


TURN SHOE SPECIALISTS ST. LOUIS, MO. 


(In-Stock Dept.) 


AUBURN, ME. 


(Factory and In-Steck Dept.) 
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WHERE TO BUY 
Men’s @& Women’s 
Slippers 


eli ie di ed 





In Brown-Black and colors. 
Combining style with com- 
fort. Produced by the 
manufacturers of 


PoLce, 


Samplee and prices Pullman Slippers. 


on juest ‘ationally known. 
SWAN SHOE Co., Inc., Baltimore, Md. 
Manufacturers 
New York Office—Room 551, Marbridge Bidg. 


IN-STOCK 
MEN’S OPERA 
SLIPPERS 








HORCO SLIPPERS are made better 
—aend sell any other 
slippers on the market in the pepu- 
lar price class. 


Catalog on Request 


VINCENT HORWITZ CO., Inc. 
64-76 West 23rd St. Now Verk Otty . 

















ABBOTT SHOE CO. 
NO. READING, MASS. 














High Grade Turn Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 
40-46 West 25th St. New York City 








MEN’S FINE 


HAND TURNED 
SLIPPERS 


Manufactured 
Prices from by 
$2.15 to $3.50 W. S. CHASE & SONS 
Haverhill, Mass. 
Besten Office: Room 501, Statler Bldg. 














hound to blossom into a full fledged 
Conscientious Objector.” 


Fini la Guerre 


“Not long ago a young ’Downeaster 
came in on a Saturday to attack the 
monumental task of buying himself a 
pair of dress shoes. I quote this to 
show you that the shoe business is a 
serious one and that some people take 
it seriously. 

“This chap took off his hat and coat, 
planted himself foursquare in a seat, 
fixed us with a steely eye and the bat- 
tle was on! Your typical Downeaster 
is no downy bird, but a thoroughly 
hardshelled and self sufficient individ- 
ual, with an undying suspicion of the 
world and his brother. Having failed 
to name his limit, and following the 
rules of the store, he was tendered a 





fine black calf oxford to inspect. The 
price? Only ten dollars! We propped 
sim up in his seat again and hastened 
to produce a less expensive shoe. Not 
so good. Oh, the price was fine, but— 
well—he couldn’t get that ten dollar 
shoe out of his hand, even though its 
price loomed up like the national debt. 
Spotting his interest, we fell to work. 
He listened appreciatively to a really 
splendid flow of oratory extolling the 
merits of the shoe, and finally capitu- 
lated, after a brisk hand-to-hand en- 
gagement.” 

At the door he paused, glanced 
sharply about, then hissed in our 
startled ears: 

“If these shoes don’t do what you 
said they would, D— your soul!” 

Properly shocked, we bade him 
adieu! 





Sole Leather and Its Uses 


[CONTINUED FROM PAGE 41] 


the manufacturer of an average line 
of shoes will find exactly the right pro- 
portion of each size. 

The narrow strip of leather called 
the welt, used to construct the shoe 
that bears its name, is cut from es- 
pecially tanned shoulders or sides. Un- 
less the welt is of a material flexible 
enough to be shaped to any last, strong 
enough to hold stitching indefinitely, 
firm enough to retain a fine finish, it 
is unsatisfactory. Because leather can 
be made to meet all of these require- 
ments it is the only material that can 
be used for this service. 

The firmer and tougher the welting 
so long as it is workable, the better 
it is. For that reason, following tan- 
ning, portions of the hide going into 
welting are specially curried with oils 
and greases. Then the welting is 
made by cutting the leather, first into 
long strips about five inches wide. 
These strips are then fastened end to 
end with a beveled joint like leather 
belting, using a_ specially prepared 
waterproof cement that makes the bond 
permanent. In the meantime they have 
been shaved on the flesh side to an 
absolutely uniform thickness. In this 
condition the five inch strips—practi- 
cally endless—are fed to a cutting ma- 
chine that turns out the welting in 
the width desired. For all kinds of 
shoes, thicknesses from two thirty- 
seconds of an inch to five thirty-seconds 
of an inch and widths from seven- 
sixteenths to five-eighths of an inch 
have to be supplied—making nearly 50 
selections in all. The final operation 
is beveling and grooving the welting 
so that it is entirely ready for the 
shoe manufacturer. For a pair of 
men’s welt shoes three to three and 
one-half feet are required—women’s 
and children’s shoes take less. 

In the welt shoe, abuse can be made 
of the opportunity offered to use a 
heavy welt and a light sole, since the 
welt, viewed from the side of the 
finished shoe, may readily be mistaken 
by the customer for actual sole leather. 
While the welt is made of high grade 
leather its function is to hold the shoe 
together and not to withstand the wear 
for which the sole is intended. In back 





of that welt, between the insole and 
the outsole, there is filling material, 
so the manufacturer who conceals a 
light sole is offering instead only a 
cork compound. Some shoes have a 
storm welt which has a rounded bevel 
next the upper. , 
The counter and the box toe are im- 
portant parts to insure shoe shape- 
here again leather plays an important 
part, especially in the construction of 
shoes made to give service. These 
parts may be made from (1) Sole 
leather—bellies and single shoulders; 
(2) Split leather—sometimes stiffened 
with glue; (3) Split leather and can- 
vas, pasted together; (4) Split leather 
and leather board—the leather being 
commonly pasted on both sides of the 
board; (5) Leather board; (6) Fiber 
board. 
Counters and box toes made of vari- 
ous materials are desirable in the ap- 
proximate order given and are priced 
accordingly. Normally first class 
leather will cost from three to six 
times more than fiber. The advantages 
of high grade leather are that it re- 
tains its form and the shape of the 
shoe in service; that it successfully 
withstands repeated wettings and dry- 
ing out; that it accommodates itself t« 
the foot. / 
In order to supply counters, 10 sizes 
are commonly made for men’s and 
boys’ lines and 18 for women’s and 
misses’ lines. For shoes of various 
styles, approximately 10 series of 
shapes are necessary, so the leather 
counter manufacturer has to be able to 
turn out about 250 different counters 
to meet the needs of all shoe manu- 
facturers. A similar range of shapes 
and sizes is necessary in toe box pro- 
duction. After the leather is cut to 
the proper shape it is beveled on the 
edges, in which form many counters 
and toe boxes are sold. But counters 
to be molded are waxed so that when 
placed in the machine in which they 
are shaped smooth, perfectly formed 
parts that exactly fit the heel will be 
made. This operation is shown in the 
picture above. 
[TURN TO PAGE 54, PLEASE] 
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The smooth answer to 


the question; “But wont 


plain toes wrinkle badly?” 


Plain toes “are in” for fall street wear. So 
that you may confidently recommend them 
for a smooth fit, Walk-Over presents the new 
GRID last, developed expressly for shoes of 
this type. Illustrated is a semi-sport saddle 
oxford. Genuine imported Scotch grain 
forepart. Soft toe. High-riding saddle of 
smooth imported calf. Fits up snugly 
around the ankle. In stock for immediate 


delivery. Black No. 1858. Brown No. 3858. 


WALK- 
ib OVER 


There are a few open towns in which the Walk-Over 


franchise is available. Address: 


GEO. E. KEITH COMPANY, Campello, Brockton, Mass. 
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THE GRID 
This new Walk-Over last, devel- \ 
‘oped for plain toe patterns, will be\ 


nationally advertised in rotogravure, 


\sections of metropolitan cities 


\ September 7th and in Collier's - 


~. September 13th. 
2 — 


teat 








WHERE TO BUY 


Men’s & Women’s 
Slippers 


G ve) 


Catalog on 
request. 


Ne. 434—Tan 
Kid Everett 
$2.65 


IN STOCK 


Ne. 447—Tan 
Kid Opera 
$2.35 








Oe B. EVANS’ SON CO., Wakefield, pool 


WHERE TO BUY 
Pullman Slippers 





PULLMAN SLIPPERS 


Blue, green, black, tan and red 
carried in stock. Write for samples. 


LYONS & COMPANY 
122 Duane Street, New York City 











WHERE TO BUY 
W ork Shoes 


Oi i i i hi eli iil 


& an ttesiie Mieek Basten, Since. bd 


Goodwill Shoes 


‘For Hard Service Pyar: LongWear 


a Work and Service Shoes In Stock € 


Oh ee eli eli hl elie ei ali eli i li ein ell 


WHERE TO BUY 


Shoe Fitting Devices 


a a ll el li ill 


SJUUUGUAUOOOUOUUOEEEOOOOOUOOOUOEEERROOOOUOOOUEEEESS 
THE BRANNOCK 
SCIENTIFIC FOOT-MEASURE 
Simple — Accurate — Practical 
Write for FREE TRIAL 
THE BRANNOCK DEVICE 


Syracuse, N. Y. 
FUUGUEQOREGEERRGEERGGORUERERDEEERRSEEAROEOOOEE 
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Today’s sole leather is made to meet 
every shoe need, is tanned from su- 
perior hides by processes perfected 
through a combination of practical ex- 
perience and scientific skill. It is 
attractive in appearance because it is 
firm, finishes well and holds its own 


shape and the shape of the shoe. It | 


is comfortable because it breathes, 
maintains proper foot temperature, ab- 
sorbs perspiration, resists water, flexes 
easily and doesn’t slip and slide. It 
is durable because it is tanned to en- 
dure, to stay in place, to stand re- 
peated wettings without depreciation. 

Nothing takes the place of leather. 

Leather much like that tanned for 
shoe soles does much to make possible 
the production of industrial plants, 
where, in the form of belting, it trans- 
mits power. Likewise it makes possible 
the working of millions of farms where 
it is indispensable for harness. At 
present the use of leather for sad- 
dlery is large and increasing. 

The textile industry depends upon 
heavy leather for essential loom parts; 
the farm pumps and the gasoline fill- 
ing station pumps of the land are 
largely packed with this material. 
Hydraulic machinery usually is kept 
tight and efficient with leather collars. 
Straps of a thousand shapes and with 
a million purposes are made, partly 
of sole leather, for dog collars and 
baby harness, for luggage and for 
skates, for door checks and exercising 
machines. Football players’ shoulders 
and shins are protected with leather 
guards; outdoor men protect them- 
selves from snake bite and discomfort 
in riding with leather puttees. Steel 
workers save their hands with sole 
leather “hands”; sky scraper window 
washers ply their precarious trade with 
heavy leather safety belts upon which 
they depend for life and limb. 


New Pinet Store to 
Open in September 


NEw YorK City—Following months 


of careful planning and extensive con- | 


struction, the F. Pinet Shoe Co., Inc., 
the newly formed American subsidiary 
of F. Pinet Shoes of Paris, France, will 
hold a formal opening of their retail 
shoe shop at Fifth Avenue and 54th 
Street, New York City, in September. 
Sue of Paris, a member of the Arts 
Decoratifs, cooperating with A. Kim- 
ball & Son; Henry C. Pelton and the 
Mark Eidlitz Co., all of New York, 
are responsible for the furnishings of 
this exclusive specialty shop. 

Located on the west side of Fifth 
Avenue at 54th Street, the Italian mar- 
ble front with a nearly full-height 
archway presents a style of facade ar- 
chitecture which is rather different. A 
gallery extending 50 ft. from the build- 
ing line will serve as a reception hall 
and location of vitrinnes or display 
cases built in the walls. The lighting 
system will be of an indirect and sub- 
dued-direct method. A brilliant light 
from a cornice will be shed down upon 
the carpeted floor. This gallery will 
lead directly to the salesroom proper. 

Here for a depth of some 50 odd feet 
and width of 46 ft., the salesroom will 
be found decorated in Parisian style. 
The whole tone of the room is to be of 
a tan-cast gray with a slight touch of 
rose and blue. Here, too, the lighting 
system employed will be the same as 
that of the gallery. The room will be 
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furnished with armchairs and divans. 
The stockroom will be distributed be- 
tween the rear main-floor section and 
an especially constructed mezzanine, all 
being separated from the salesroom by 
a substantial wall. 

For the benefit of the salesmen, a 
marble and tile shower-bath has been 
constructed in the basement—a rather 
| interesting feature. 

The company will limit the quan- 
tity of extreme novelty design or “high 
fancy” shoes in order to assure their 
patrons of exclusive footwear. 

Mons. Andre Rouchaud, who has 
successfully directed the principal Pinet 
| shops in Paris and London, will act as 
general director of the American Cor- 
poration of F. Pinet of Paris. In ad- 
dition to their several shops in the two 
| European cities mentioned, there are 
also those located in Madrid and Ber- 
lin. A. Raymond Webster, formerly 
with the Saks-Fifth Avenue women’s 
shoe department and prior to that in 
the shoe field of New Haven, Conn., is 
the associate manager of the shop. 





| Rubber Company Has 
Good Advance Business 


Rock ISLAND, ILL.—The Servus Rub- 
ber Company resumed operations this 
week after its annual inventory and 
repair season, with a force of 800 em- 
ployees, Ted Nicar, vice-president in 
charge of production, announced. The 
plant has been closed three weeks, dur- 
ing which complete inventory was 
listed and plant repairs made. Fall 
delivery orders are reported larger 
than a year ago, and officials indicated 
that the plant will operate at nearly 
capacity. 


Hart Shoe Co. Expands 


INDIANAPOLIS, IND. (UTPS) — An- 
other step in the expansion of the busi- 
ness of the J. C. Hart Shoe Co., at In- 
dianapolis, has been taken in the pur- 
chase of the shoe department of Selig’s, 
a cloak and suit house of Grand Rap- 
ids, Mich. 

The business was bought from the 
Artistic Footwear Co. The new branch 
of the Hart company already has 
opened with a sale. The department 
will be maintained at the Selig store 
under the management of Edward 
Haldy, partner of Mr. Hart, who has 
been in the Hart organization for the 
last twenty-one years. 

Hart’s main store recently was 
opened in the Circle Towe® Building on 
Monument Circle, after moving from 
its former address on North Pennsy]l- 
vania Street, where it had been thirty- 
eight years. A noticeable increase in 
business has been noted in the new 
location. 


New Shoe Store 


DayTon, OHIO (UTPS) — The Foot 
Analysis Shoe Shop, Inc., was incor- 
porated Aug. 2. The incorporators 
were DeWitt C. Altenburg, J. B. Mills 
and Hastings W. Baker. The firm be- 
gins business with $6,600 capital, au- 
thorized to issue 250 shares of $100 a 
share stock. The store is located at 
214 North Main Street, this city. 
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Miller Trees do more than bring 


you extra profits. The satisfaction 


derived from Miller trees will 
create goodwill and a confidence 
in your ability to advise, that is 


of far greater value. 


Cordo Hyde laces will also 
create—through their un- 
equalled service—a good- 

will for your store, that 


makes and keeps steady 
customers. 


COMPLETE CATALOG 
SENT ON REQUEST 


O. A. MILLER 


TREEING MACHINE COMPANY 


BROCKTON, MASS. 
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WHERE TO BUY 
Ballet Slippers 





IN-STOCK 
BLACK KID BALLET SLIPPERS 


TAP DANCING SHOES 
SOFT SOLE RHYTHM DANCING 
SANDALS 


all colors 

BLACK KID BOUDOIRS 
At onee delivery—Send fer 

W. M. KILLORAN, Box 1, Lynnfield, Mass. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Kid Hand Turn 
Soft Toe 
Child’s 6 to 11—$1.35 
Misses 11 
Women’s 2 
Also Hard Toes 
SCHWARTZ & HERDER, 








Specialists in Ballet and Comfort Slip 
241 No. ilth St., Philadelphia, Pa. 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 

BLOG SHOE CO., INC. 
147 Duane Street, 

New York City 














Zen 
Rights and Lefts 
Two Grades 
Wos. Miss. Ohi. 
$1.50 $1.45 $1.40 
1.85 1.80 1.25 
In Stock 
325 West Monroe 


a) 
Black Kid 


Expertly ones Misses & 


‘emen’s Children’s 
tn Ne. 100—Regular $1.50 $1.40 
Stock Ne. 500—Buck Sole.... 


wh. 
SUMNER 
SMITH 
Chicago, Dl. 














Soft Toe 
Turn 


200 1.90 


H. F. MALOTT SHOE CO., Manufacturers 
1915 Girard St., Chicago 


* KENDAL TOE BALLET 


BALLET SLIPPERS 


IN STOCK 
Orders filled 








"s Blk, Kid 
ename $2.65 
2.60 


SEND FOR CIRCULAR DEPT. C 





NEW HARD * 


‘Avenue, 











% KENDALL SHOE COMPANY ~% 
HAVERHILL, MASS. 





BLACK KID BALLET SLIPPERS 


MADE ON gong J AND LEFT LASTS 
$00—(Tep Grade) 146 140 1.41 
oo— 1.30 1.96 1.3 
Prices Slightly Higher 


Brooks Shee Mfg. Co. 
Pailedeiphis— 
Owansen and Ritner Sts. 
Les Angelee—1162 





So. Hil) #8. 








Detroit Merchants 
Plan Fall Openings 


DETROIT, MIcH.—Detroit shoe dealers 
have nearly all completed the process of 
inventory taking and are making ready 
for the fall styles which will appear in 
the window displays early next month. 
Buyers in the men’s departments are 
anticipating considerable sales volumes 
in tan oxfords to be followed later by 
blacks. 

Women’s styles, according to the 
principal buyers here, will be domi- 
nated by suedes and reptiles. While 
the suedes will be conservative in color, 
other shoes will be brighter. 

Most dealers here report a satisfac- 
tory business in the summer. While 
Detroit, like other cities, has suffered 
from the general trade recession, the 
volume of sales, particularly in the 
more expensive classes of footwear, has 
been well maintained. 

Prospects for the fall are encourag- 
ing, dealers believe. Stocks in most 
establishments have dwindled to a low 
point and the new season’s demands 
should have a healthy effect in both 
the manufacturing and the retail ends. 

The Detroit association is making 
ready for the convention which comes 
here in January. Committees are to be 
formed to take care of the various du- 
ties which will fall on the local associa- 
tion, and women are working as inde- 
fatigably as the men. 


To Supply Shoes to Poor 


BuFFALO, N. Y. (UTPS)—The Lib- 
erty Shoe Co., of Buffalo, which op- 
erates a chain of retail footwear stores 
in Western New York, was the low 
bidder for supplying approximately 
7500 pairs of shoes totalling upwards of 
$20,000 to the social welfare depart- 
ment of the city for the 1930-1931 fis- 
cal year, it was announced by Norman 
C. Sprickman, director of municipal 
purchases. Orders for the shoes are 
distributed to the poor by the social 
welfare department and are redeemed 
at any of the branch stores of the Lib- 
erty Shoe Co., the individual charges 
being made against the city. 


Store Manager Robbed 


PITTSBURGH, PA. (UTPS)—Two 
armed bandits entered the Newark 
Shoe Co.’s store, 6231 Frankstown 
East Liberty, today and 
forced J. R. Thomas, the manager, to 
open the safe for them. They got $300, 
ordered Thomas into a rear room, stole 
his keys, tied him to a chair and then 
escaped in an automobile which had 
been left in front of the store. 


Black and Brown for Fall 


SHREVEPORT, La. (UTPS)—Good 
business is reported by Joe I. Lucas, 
manager of the Peacock Shoe Shop of 
Baird’s, local department store. A 
wide variety of styles is in demand, 
chiefly black and light colored kids, 
green and reptiles. The summer stocks 
will be closed out, beginning Aug. 1, 
in preparation for fall business. For 
fall the styles that have been purchased 
are black, brown and white kids, brown 
suedes and water snakes. 





Higher Priced Hosiery 
Reported Good Seller 


BurraLo, N. Y. (UTPS)—John A. 
Kornprobst, buyer of women’s hosiery 
for Flint & Kent, Inc., reports that 
ingrain hosiery retailing from $2.50 to 
$6.00 a pair has been a very important 
factor in spring and summer sales, and 
adds that at least 10 per cent of the 
hosiery volume for the first half of the 
1930 fiscal year ending July 31 was 
confined to the yarn dyed hosiery. I: 
addition to the McCallum brand, Flint 
& Kent handles its own store brand of 
ingrain hosiery. The popular price 
range for ingrain from a volume poin 
of view is reported by Mr. Kornprobs: 
to be $2.50, $2.95 and $3.50, the $2.5) 
line being in 45-48 gauge and the $2.95 
and $3.50 being in 51-gauge, the latter, 
however, being a finer thread. 


Hide Imports Begin 
to Show Decrease 


Cuicaco (UTPS) — Curtailment o! 
hide importation, due to the new tariff 
is reflected in figures recently compile: 
by the New York hide exchange, whic! 
show a material drop in hide import 
at the three leading ports during th: 
five weeks’ period since the duty be 
came effective on June 17. 

Total imports from June 16 to Jul; 
19 were 220,855 hides, compared with 
418,503 during the five weeks’ period 
prior to June 16, and 283,166 last year. 
Total imports this year up to July 1) 
amounted to 1,987,337 against 1,261,432 
for the corresponding period last year. 


Warren, Ohio, Store Changes 
Hands 


WARREN, OHIO—Edwin A. Neal has 
purchased the interest of his partner 
in the retail shoe business conducted 
under the name of Kinnaman & Neal, 
and will hereafter operate the store 
under the name of the Neal Shoe Store. 
Mr. Neal has been.in the shoe business 
for 40 years, of which 15 years were 
spent in selling shoes on the road. 


Godman Plants Busy 


CoLumMBus, OHIO (UTPS)—The H. 
C. Godman Co., which operates 11 shoe- 
making units in Columbus and Lancas- 
ter, reports that all of the units of the 
company have been operated on a full 
schedule for the past six weeks. Or- 
ders received since the start of the 
season, June 1, when the traveling 
representatives took to their territo- 
ries, have been 16 per cent greater than 
for the corresponding period last year. 
With orders coming in as they are, in- 
dications point to a continuance of the 
full schedule for the remainder of the 
season. 


Louis Stuz Dead 


SCRANTON, PA.—Louis Stuz, 35, who 
came here a year ago from his home, 
700 West Norwegian Street, Pottsville, 
to manage the Endicott-Johnson shoe 
store, died suddenly of a heart attack 
while eating breakfast in a restaurant. 
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IN STOCK 


BLACK KID 
SUEDE 
QUARTER 


— = 13/8 LEATHER 
Combination Last HEEL 
AA to E 


“MADE IN PHILA. BY MASTER CRAFTSMEN” 


Cc. S. GIBBON CoO., Inc. 
_ —_ 54 No. 4th St., Phila., Pa. 
— 








Send for Catalog 











WEST BETWEEN 
mm | THE | 


COLLINGWOOD 


The Ideal New York Hotel for Buyers 


In the Heart of the Retail and Wholesale District 


RATES 
From $2.00 Single to $12.00 Suites 


. : 7 
JOHN W. GANNON, Mg. Dir. 











SETH H. MOSELEY, Owner 
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Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Lase. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


A. W. GREELEY 
12 Duncan St., Haverhill, Mass. 








_5K 





New Edition 
Shoe and Leather Lexicon 


We are ready to take orders for at once delivery 
of the new and revised Shoe and Leather Lexicon. 
This handy book of the trade is in its sixth edi- 
tion, over 100,000 copies now in use. Price 50 
cents. 


Boot and Shoe Recorder 
239 West 39th St. New York, N. Y. 
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The child’s entire foot is 
visible through the trans- 
parent last. 


Mothers Patronize 


the Store 
that Uses this System 


NE sure way to induce the mothers of 

your city to buy their children’s shoes 
from you is to use the Fairy Try-On Correct 
Foot-fitting System. 


Each mother knows that her child’s foot is 
being correctly fitted, because the transparent 
Fairy lasts enable her to see the foot exactly 
as it will lie in the shoe. She knows beyond 
doubt that the shoe will not hurt her child’s 
foot or retard its normal development. This 
confidence means good will and repeat business 
for you. 


Write today for your copy of the booklet, 
“News for Merchants with Children’s Shoe 
Departments.” It will prove interesting and 
profitable to you. 


SHOE FORM CO., INC. 
Auburn, New York 


Licensed Manufacturing Branches: 
EXCEL-FAIRY FORM CO., East Saugus, Mass. 
UNITED LAST CO., Ltd., Montreal, Quebec 


Fairy ‘Try-on 
CORRECT 


FOOT-FITTING 
SYSTEM 


“Seeing Is Believing” 


This is the Fairy Try-On 
System. 60 speciaily de- 
signed transparent lasts in 
sizes from 6 to 2%, widths 
B, C and D or C, D and E. 
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WHERE TO BUY 


Dancing Sandals 


6, 6 ee 





Popular Aesthete San- 
dal in Faun and 
Gray suede. Also, 

full line of danc- 

ing footwear 

and accessories. At once 
service. Send for catalog. 





Coast Representative: 
MR. A. F. WINSLOW 
5177 Casper Avenue 


Eagle cm, 
Lee Angeles, California 




















WHERE TO BUY 
Children’s Slippers 





Approved by Medical Men 


As fully ventilated 
+ the Burkley Ven- 

tilated Foot Developer 
is unexcelled. Wel 

known surgeons recom- 
mend its use. 


Burkley Shoe Co. 
1156 No. Main St, 
Brockton, Mass. 














% CHILDRENS 


FOOTWEAR 
IN STOCK 


. 
Genuine A Builds repeat business 
Moccasins Free Style Booklet on Request 
[G H.BASS& CO, II Main St, WILTON, MAINE 


IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
887 Fourth Avenue 
New York 


#& 1061-65 Merchandise Mart 
Chicago 
1307 Washington Ave. 
St. Louis 


888 Mission Street 
San Francisco, Cal. 


Factory, Danvers, Mass. 
Send for Catalog 


SHOES 


“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 
































Two New Men Join 
Vulcan Organization 


PORTSMOUTH, OHIO—It was an- 
nounced at the general office of the 
Vulcan Corp. July 31 that Harry T. 
Bristow and Henry Merdes, Jr., have 
joined the Vulcan Corp. Mr. Bristow 
will be located at the general office in 
Portsmouth, Ohio, and Mr. Merdes will 
represent the Vulcan Corp. in New 
York. 

Col. A. L. Mercer stated in Ports- 
mouth that Mr. Bristol will serve as 
a general representative on lasts and 
wood heels. He will work with the 
several Vulcan managers and_sales- 
men in the several Vulcan territories. 
Mr. Bristol was with Wright & Peters, 
a retail shoe firm in Rochester, N. Y., 
for several years. After his service in 
the Spanish-American War, he was 
with Krentler, in Detroit; Empire Last 
Co., Rochester; Boston Last Co., Bos- 
ton; Stuart Last Co., Beverly; in busi- 


| ness for himself several years and final- 


ly with Goodwin Bros. 

Mr. Merdes is peculiarly fitted for 
his new position as stylist because of 
his experience in managing retail 
stores for the Regal Shoe Co., the 42nd 
Street, New York, store for I. Miller, 
and the Queen Quality Boot Shop in 
New York, as well as his shoe buying 
experience with Stern Bros. and F. & 
R. Lazarus Co., department stores. 
After contacting all Vulcan plants and 


| customers, Mr. Merdes will be perma- 


nently located in New York City to 
serve Vulcan last and wood heel cus- 
tomers. 


| Morris Lapidus Joins I. Miller 


LONG ISLAND City, N. Y.—Morris 
Lapidus has joined I. Miller & Sons, 
Inc., as factory superintendent of the 
Long Island City plant. Previously he 
was in business for himself and is an 
expert on the designing and making 
of turns and welts, having a_back- 
ground of training in shoemaking here 
and abroad. He starts his activities 
with I. Miller & Sons, Inc., in August. 


J. D. Westwood Dies 


PORTSMOUTH, OHIO (UTPS)—Joseph 
D. Westwood, aged 53, who acted as 
foreman in the Selby Shoe Co. plant 
here for about 30 years, died at his 
late residence, 1402 Eleventh Street, 
Aug. 2 from complications after an ill- 
ness of four months. He was well 
known in shoe circles and was a mem- 
ber of the Selby Superintendents’ and 
Foremen’s Association. He is survived 
by his widow, a son, a daughter and a 
brother, all living in Portsmouth. 


Shoemaking by Counties 


WASHINGTON, D. C.—Shoes are man- 
ufactured in 224 counties of this na- 
tion, and Essex county, in Massachu- 
setts, is the foremost county, with 273 
shoe manufacturing ‘concerns, while 
Kings county, in New York, is second 
with 154 concerns. Massachusetts has 
ten counties in which 471 firms do a 
shoe manufacturing business and is 
the first State in the shoe industry, 
while New York, the second State, has 
318 concerns in 18 counties. There are 
224 shoemaking counties, with over 
12,000 firms in the nation. 
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| These figures are from a study made 
| by Edward R. Dewey, chief of the in- 
dustrial goods section, census of dis- 
tribution, United States Department of 
Commerce. One purpose of the study 
is to show that shoe manufacturing is 
concentrated in centers and that in these 
centers are the largest opportunities to 
sell goods for the manufacture of foot- 
| wear. 


Most Tanners Report 
Preponderance of Black 


Blacks more than 
ever is the present story with the tan- 
ners, except for a few firms here and 
there which report a new demand for 
browns, or a few of the hues more 
fancy. While blacks are uppermost, 
there is going on a discussion of 
whether or not there is any such thing 
as a perfect black leather. One tan- 
ner claims to have collected 100 speci- 
mens of black leathers, and to have 
found not a perfect black among them 
all. Some were grayish, some reddish 
and some bluish, and some rusty and 
some cloudy, and so on. Probably the 
mat black is the nearest approach to 
the perfect black. Yet some claim that 
the suede black is. The patent black 
is so bright that few ever speak of it 
as a black, usually calling it shiny 
leather, or varnished leather. Some of 
the color experts declare that the ab- 
solute black is impracticable, arguing 
that black finishes must have in them 
some color ingredients that, by con- 
trast, will show the leather to be black. 


Nisley to Open Store 
in San Francisco 


SAN FRANCISCO, CAL. (UTPS)- 
Nisley Shoe Co. of Columbus, Ohio, 
has taken a lease from Frances L. 
Davis covering a commodious building 
at 33-35 Grant Avenue, San Francisco, 
according to Madison & Burke, who 
conducted the negotiations. The build- 
ing is to be remodeled by the shoe firm 
and made ready for occupancy as a 
Nisley Shoe Co. branch by September. 


New McKay Concerns 


LYNN, Mass.—Clark Shoe Corp. has 
been incorporated, with a capital of 
$100,000, by Max Bordett, Samuel 
Cohen and Nathan Hurtwitz. The new 
concern succeeds to the Clark Shoe Co. 
It is making novelty McKays for chain 
stores and others. Harry Bordett is 
sales manager. 

The Prize Shoe Co., Tecently incor- 
porated, has taken the machinery and 
equipment of the Yale Shoe Co., 65 Wil- 
low Street, for the manufacture of 
novelty McKays. The shop has a 
capacity of 30 cases a day. V. Gareb- 
ian is president. M. Soukias is vice- 
president, and M. Hagian is treasurer. 


Retail Trade Better 


LOUISVILLE, Ky. (UTPS)—While 
business is naturally a bit slow at this 
season, sales are beginning to show 
an upward trend. Merchants are get- 
ting rid of broken lines and are show- 
ing some brown and black shoes, as 
well as the white shoes and sandals 
that are so popular. 
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I —: male shoe customer 


is a prospective customer 
for a brush and dauber ... 
Repco Brushes and Daubers 
are convenient, durable, 
and easy to handle. Mate- 
rials, workmanship, and 
finish are of the finest. 
Feature Repco Brushes 
and Daubers and in- 


crease your profits. 





For Sale by 
Shoe Findings Dealers 











BOSTON, 


United Shoe Machinery Corporation 


MASSACHUSETTS 
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WHERE TO BUY 


Dancing Shoes and Taps 


O68 8 


TAP DANCING SHOES 
Patent and Vici, 11/2 and 
22/8 Leather Heels 


Prepare for Big 
= Dancing 
usiness 
This Fall. 


The Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAINE 


OOO OO OOOOOOOOO OO OOO® 


WHERE TO BUY 


Women’s Novelties 


TEDDY: Tan and brown, 8%-11................ $1.65 
11%-2 1.85 


MONTE: (Round Toe)—Tan and brown.......... 2.65 
All white 


SY Gt BEE, os cccnsecsoesasosesescsce 3.00 
NORMA: (Modified Toe)—White and patent.... 3.00 
Not less than 12 pair quantities. 

Subject to Prior Sale; Order Now. 
CHEKKO BRAIDED SANDALS CORPORATION 
308 Fourth Ave. (at 23rd Street) New York City 





H. J. Kroto on Trip 


New York CITy 
—H. J. Kroto, 
vice president of 
the Walther Loe- 
wendahl Shoe Co., 
101 West 31st St., 
importers of shoes, 
is leaving New 
York this week for 
a trip throughout "9 > 
the United States. & 
This trip will be 
Mr. Kroto’s initial ® 
tour of the coun- ~ 
try, in the course 
of which he will 
travel more than 10,000 miles in the 


H. J. Kroto 





next four months. 


Re-Orders Placed 
for Staple Patterns 


LYNN, Mass.—The novelties of yes- 
terday are the staples of today, except- 
ing for those that fade away over 
night. Re-orders are coming for fa- 
miliar types, and new orders for new 
types. Production continues to show 
black and tan about 60—40, with greens 
and blues and a few other hues to 
make the 100 per cent complete. 

Health shoes have brisked up. This 
is a seasonal gain. Women naturally 
like the lightest shoes they can get for 
summer heat, and when the days be- 
come chill and frost bites at the toes 
and stiffens up the ligaments, they put 
on the health shoes that support their 
arches. There’s a relation between 
heat and the elasticity of the feet, also 
— cold and the rigidity of the 
eet. 

Prices are a key that unlocks the 
door to profits, for there are manufac- 
turers who, by reason of their thrift 
in buying leather and their skill in 
putting it together can produce a shoe 
superior to that of the manufacturer 
Jess fortunate in his methods of buying 
and merchandising, and there are mer- 
chants who, by reason of this skill in 
buying, can provide customers with a 
better shoe for the money than can 
competitors less fortunate in their 
methods of buying and merchandising. 


Walter Arnold Partner 
in Givren Shoe Co. 


BROCKTON, MAss.— Walter Arnold, 
widely known factory executive and 
for the past eight years general man- 
ager of the Brockton Shoe Mfg. Co., 
has resigned, having acquired an inter- 
est in the E. J. Givren Shoe Co.’s busi- 
ness of Brockton, where he has taken 
complete charge of this old-established 
house and will continue to supervise 
the making of men’s and boys’ welts to 
retail at $4.00. 

Mr. Arnold has gained an enviable 
reputation as one of the most pro- 
gressive of the younger executives in 
the Brockton manufacturing field. 


Rushville Merchant Retires 


RUSHVILLE, ILL.—H. G. Esslinger, 
who has conducted a shoe store here 
34 years, last week announced his re- 
tirement from active business. He 
plans to continue his residence here. 
For the past 32 years his store has 
been located on the west side of the 
square and he was one of the oldest 
business men in the community. His 
brother, Charles, now proprietor of a 
shoe store in Taylorville, was associ- 
ated with him in the local business for 
a period of six years. 


Fire Damages Stock 


ALTOONA, PA.— The stores of the 
Golden Rule Shoe Company, and Kle- 
van Brothers, also shoe merchants, in 
the Jaggard-Clement Building, at the 
corner of Thirteenth Street and 
Eleventh Avenue were recently dam- 
aged by fire. The loss was placed at 
$15,000. 


60 





Minneapolis Shoe 
Concerns in Merger 


BELOIT, Wis.— Announcement has 
been made of the merger of the Free. 
man Shoe Company and the Freeman. 
Beddow Shoe Company as the Freeman 
Shoe Corporation. R. E. Freeman will 
be president; H. C. Freeman and J. A. 
Beddow, vice-presidents, and H. T, 
Carey secretary-treasurer. The two 
plants have a working force of 900, and 
for the first half of the current year 
reported 11 per cent increase in busi- 
ness. 


Two Pairs for $3 


MINNEAPOLIS, MINN. (UTPS) — 
Husch Bros. Subway Shops, 7th and 
Cedar Streets, St. Paul, are closing 
out 2100 pairs of shoes at $1.59, or 
two pairs for $3.00. This method is 
taken for closing out odd lots in more 
than 60 styles from the subway shop 
and the entrance floor shop. 


New Shoe Buyer 


BuFFALO, N. Y. (UTPS)—George B. 
Sopher, boys’ clothing buyer for J. N. 
Adam & Co., has taken over the buying 
of boys’ footwear for the store which 
is operated as one of the two local units 
of the Associated Dry Goods Corp. of 
New York. Mr. Sopher has just re- 
turned from his first buying trip to 
New York for boys’ footwear. Mr. 
Sopher joined the buying staff of J. N. 
Adam & Co. in February, 1929, hayv- 
ing previously been associated with the 
Wurtzburg Dry Goods Co. of Grand 
Rapids, Mich., as boys’ wear buyer. 


Chain Adds One More 


BurraLo, N. Y. (UTPS)—Henry 
Goldstein, who operates a chain of 
women’s footwear stores in Buffalo and 
western New York, announces the open- 
ing of the 11th unit in the chain at 455 
Main Street, where he has obtained a 
4-year lease on a store with a frontage 
of 19 ft. on Main Street and a depth 
of 80 ft., involving an aggregate rental 
of approximately $50,000. The lease 
was arranged by the Saperston Real 
Estate Corp. Women’s popular priced 
footwear and hosiery is featured in the 
Goldstein stores, which are operated 
under the name of Henri’s Shoes. 


Shoe Store Moves 


MINNEAPOLIS, MINN... (UTPS) — Dr. 
Reed Cushion Shoe Co., which has op- 
erated many years at 917 Nicollet Ave- 
nue, is about to move to 61 S. Ninth 
Street, on the ground floor of the new 
Physicians and Surgeons Building, just 
off Nicollet Avenue and only a block 
from its former situation. The store is 
ee a half-price sale on women’s 
shoes. 


Radio Shoe Sale 


MINNEAPOLIS, MINN. (UTPS)—Fam- 
ily Shoe Store, Inc., Nicollet and Wash- 
ington Avenues, is advertising a radio 
shoe sale. The name comes from the 
fact that this sale’s items of interest 
are broadcast daily over station WRHM 
at 9:15 a. m. 
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Ex-Divot Diggers know 


the worth of 


business papers 





- year I got a 


healthy tan digging divots. This year 
I've acquired a Pullman pallor digging 
for business. And let me tell you: 
this year I realize the dollars-and- 
cents value of my business papers.” 

You'll hear the same story from business 
executives the country over, in every line of 
industry or trade—yes, and from professional 
men too. These are the times that try the 
worth of every business thing. And from 
the welter of work and worry the business 
paper emerges with firmer friends and a 
brighter prestige than ever before. 

For the business paper is one institution 
which, without fuss or feathers, goes quietly 


» : about its work of 
CN ly XO- 


telling how to doa 
THIS SYMBOL identifies an better job. And the 
ABP paper... It stands 


business concern of 
for honest, known, paid 


today is up against 
circulation; straightforward 


business methods, and edi- 
torial standards that insure 
reader interest... These are 
the factors that make a val- 
uable advertising medium. 














the problem of doing a better job or going 
to the wall under pressure of competition. 

Hence the greater appreciation of business 
papers among business men—evidenced by a 
closer study of their pages and an increased 
use of the data that business papers bring. 
Hence the marked confidence in the leader- 
ship of business papers—shown by a readi- 
ness to follow their lead in the turmoil of 
changed conditions. 

Hence, too, the reliance upon the business 
paper as a primary advertising medium, in- 
dispensable for reaching industry, trade or 
profession—attested by a notable steadiness 
of business paper advertising volume. 


This publication is a member of the Associated Business Papers, Inc. 
...@ cooperative, non-profit organization of leading publications in the 
industrial, professional and merchandising fields, mutually pledged 
to uphold the highest editorial, journalistic and advertising standards. 


f, 


+ + + 


THE ASSOCIATED BUSINESS PAPERS, INC. 


TWO-NINETY-FIVE MADISON AVENUE - NEW YORK CITY 
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WHERE TO BUY 
Spats 








‘Standard’ 


Ss P 










The world’s finest spat 
—backed by one of the 
test national ad- 
vertising campaigns 
ever run for Spats— 
supported by display 
cards, newspaper mats, 
a handsome box. 

Priced to retail 
$1.50to$5.00 | 
Write for | 
samples. | 


* j > 
Watch Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York | 


| 

GREATEST SPAT LINE } 
OF THE INDUSTRY | 

Tatlored just @ little nicer bu riced considerably lower 


IMPERIAL SPAT MFG CO Dtnwvrre culo SA 


| 











DUNHILL 
SPATS 


Linen and White for 
Spring and Summer 


Samples on request. 
STAR FOOTWEAR 
MFG. CO. 








and Norris 
Philadelphia 














IDEAL 


Reg. Trade Mark 


Manolis Products Will 
Give You More Profits. 
Spats $9.00 toe $21.00 
Doz. Prs, Include Box- 
cloth. 

Rhinestones $2.50 te 
$18.00. Include Colonial 
Buckles. 


MANOLIS MFG. CO. 
4248 No. Crawford Ave. 
Chieago, Hl. * 














Business Good at Leach’s 


DETROIT, MicH.—Leach’s Boot Shops, | 
operating seven stores in various sec- | 
tions of Detroit, with the slogan 
“Stores All Over Detroit,’ report an 
excellent business during the summer, 
particularly on sport types of foot- | 
wear. The seventh store in the group 
was opened recently in Harper Avenue, 
just east of BaJdwin Avenue. 











| 
New Baltimore Store | 


BALTIMORE, Mp. (UTPS)—The Le 
Marr Bootery has been opened at 215 
North Charles St., Baltimore, Md., by 
Max Eichberg & Sons Co., Inc., as the 
first venture of the concern in the ex- 
clusive retail district of the city. 
Women’s arch-style shoes will be fea- 
tured exclusively. 


Hot Weather Slows Atlanta 
Selling 


ATLANTA, GA.—Clearance sales are 
being held by practically all of At- 


lanta’s shoe stores and shoe depart- | 
mer stock and 


ments to move the 


clear shelves for f: oes now com- 


| ing in. 


While some demand still exists for 
sports sh es in the men’s departments 
and for 1]: .ens and pastel shades in the 
women’s departments, business has 
slackeneu off some during the hot 
weather of the past few weeks, and the 
public has assumed an attitude of 
“watchful waiting’—for sales. 





Charles Gray New Manager 


INDIANAPOLIS, IND. (UTPS)—Charles 
W. Gray has succeeded H. M. Anderson 
as manager of the Arch Preserver 
Boot Shop, 27 Monument Place. Mr. 
Gray was formerly connected with the 
Bobay Shoe Experts of Fort Wayne, 
Ind., and spent about eight years with 
Wolf and Dessauer of that city. Mr. 


Gray reports the sale of perfumed | 
| shoes very good and has just received 


another large shipment. 





Kenosha Store Remodeled 


KENOSHA, WIS.—The Cohn shoe store 
here is being thoroughly remodeled and 
renovated, and when completed will 


| give the city its first salon shoe store. 


The Cohn company has operated a re- 
tail store in this city and Waukegan, 
Ill., for 20 years. Ben Cohn, son of 
the founder, is in charge of the Kenosha 
store. 


New Ludebuehl Store 


PITTSBURGH, Pa.—P. Ludebuehl & 


| Son have opened a new shoe store on 


Wood Street, Wilkinsburg, which is the 
last word in beauty and fine appoint- 
ments, with an impressive marble front 
and a handsomely furnished and ex- 
cellently appointed interior. 

The store is under the management 


| of George L. Ludebuehl, son of Chris- 


tian Ludebuehl, head of the firm, mark- 
ing the third generation of the Lude- 
buehl family in the shoe business. The 
family has been engaged in the shoe 
trade in Pittsburgh for the past 60 
years. Mr. Ludebuehl, manager of the 
store, is secretary of the Pittsburgh 
Shoe Retailers Association. 





Now It’s Shoes to Match 
the Golf Bag 


New York—The ensemble idea 
has spread from handbags to 
golf bags, according to Dan Loe- 
henberg, general manager of the 
McKinnon-Dash Co., a subsidiary 
company making leather products 
in the General Motors group. 

The upper and lower cuffs of 
the golf bag are intended to 
match the leather of the player’s 
shoes, and reptile is one of the 
most popular materials, so far 
used, it is said, although black 
and white, or brown and white 
leathers get quite a call. 
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| Goldstein Footwear, Inc., 
Headed by Wm. Goldstein 


| Manufacture of Bench-Made Turns 
to Be Continued 





New YorkK CITY 
—William  Gold- 
stein, well known 
shoe manufactur- 
er, has organized 
a new company 
known as Goldstein 
Footwear, Inc., to 
carry on the busi- 
ness formerly in- 
corporated under 
the name William 
Goldstein Shoes, 
| Inc. The factory 
| will continue to be 
located at 127 Spring Street, this city, 
and Mr. Goldstein announces that the 
same factory personnel as that for- 
merly associated with him has been en- 
gaged for his new enterprise. 

The company will specialize on bench 
made turns and all the larger and 
| more important accounts will be con- 
| tacted personally by Mr. Goldstein, who 
has been elected president. Shoes are 

now being made and first shipments 
| will begin in a short time. 

Mr. Goldstein, who has been con- 
nected with the shoe business in some 
capacity since he was 12 years old, is 
recognized as one of the foremost de- 
signers in the industry. 





William Coldstein 





Shoe Market Opens 


NEw ORLEANS (UTPS)—The Wal- 
ker Shoe Market, with a complete line 
| of shoes for women, boys and children, 
has opened at 155 Baronne Street. 
Joseph L. Feldman, for a number of 
years identified with the retail shoe 
trade in New Orleans, will be man- 
ager. The Walker Shoe Market, be- 
cause of its affiliation with Boston shoe 
manufacturers, will offer a complete 
stock of popular priced shoes, Mr. 
Feldman said. 





Discontinues French Shop 


SAN FRANCISCO, CAL. (UTPS)— 
Frank More, 458 Geary Street, an- 
nounces the discontinuance of his French 
Shop at 508 Geary. He finds his cus- 
tomers can be served as well from the 
| 458 Geary Street store and the separate 
French Shop is no longer necessary. 








| J. H. Romsey Qpens Store 


CLEVELAND, OHI0O—J. H. Romsey will 
|open a retail shoe establishment at 
| 8758 West 25th St., in the near future. 
Mr. Romsey is of the opinion that he 
| will do good business because of the 
|fact that he is established in a good 
| neighborhood. 





George Pierce Now Managing 


| _ MEADVILLE, Pa.—George Pierce, of 
| Sharon, has assumed the managership 
| of the Economy Shoe Store. Mr. Pierce 
| replaces Joseph Brody who resigned to 
accept a position with the Chic Apparel 
Shops, a chain operating women’s wear 
apparel stores in several cities. Mr. 
Pierce has been connected with the 
Economy Company for the past nine 
years. 
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Wurtz shoes are the finishing 
touch to a light and dainty sum- 
mer costume... . In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes * 
and is just as essential to the shoes 


as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless the 


heel and edges are spotlessly white. 





Well dressed women will not wear 
shabby shoes. For over ten years: 
Repco Heel and Edge Enamel has 
been the accepted standard for giv- 


ing shoes the finishing touch. 














— 








It is a smooth liquid enamel which is easily applied to heels and edges. It contains neither 


varnish nor shellac, nor is it gummy or streaky. It is made in all popular colors: white, 





a ivory, champagne, light gray, etc., and is made in two forms, both Regular and Waterproof. 


; The Regular is more popular and easier to handle. 


For Sale by Shoe Findings Dealers 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





Pte et 
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tickets. 


CARDS 


SINGLE SHOW 


—7 x12 


60£. 


(Either with or without text) 


Not so the shoe merchants using the Recorder’s 
monthly window card display service and price 


Each month’s set of cards are colorful, artistic, with 


NOW READY 
CARDS 


(3 Colors—Ivory—Green—Black) 


Check With Order 
Please 


Select any subject opposite by number 


to come inside. 





window trim fairly alive with your hearty invitation 


Each month a different art design reflecting th 
“atmosphere” of that month. 

Recorder Show Cards double the value of you 
window displays! 








Above illustrates one of the 
August cards—dainty—color- 
ful primrose cardboard 
water and yacht’s rigging 
blue, yacht and girl’s dress 
in orange, sales message in 
black. 


_ 9. THEY'RE BIRDIES—these golf shoes. 





















TEXT OF AUGUST CARDS 
WOMEN’S: 


1. FOR HOT AUGUST 
you style with comfort. 

2. THE ATMOSPHERE OF 
in these new patterns. 

3. WHITES always ‘‘the thing’’ for vacation or club hous 

4 






DAYS—Cool linen slippers gin 





PARIS reaches our avenues 






veranda. Moderately priced. 
The ‘‘teens’’ are growing up and want style. We gir 
special care to fitting. 
MEN’S: 
5. HERE THEY ARE, MEN! 


Priced below par! 
6. These GOOD LOOKING OXFORDS built over «ombj 
nation lasts are GREAT—for style—for comfort —for 


wear. 


GENERAL: 
7. A REAL BARGAIN AWAITS YOU 
among these smart styles. 
8. STEP INSIDE, PLBPASE—the style you are looking for 
may not be in this display. 






Smart summer yles 






if your siz 





Make your feet 
feel as good as you do when you get one. 

10. END-OF-SEASON CLEAN-UP. Shoes from our regular 
stocks—low priced because of broken size ranges 

11. FIT means a lot TO FEET when pavements are hot 
Just a few of the NEW FALL ARRIVALS. 


12. 

CHILDREN’S: 

13. Young America STARTS BACK TO SCHOLL! 
fitted shoes are as necessary as the text book. 

HOSIERY: 


14. TAKE PLENTY OF HOSIERY on your Vacation Trip 
These are unusual values. 








Properly 




















A 


. 
PROFIT CHART 








PROFIT CHART 
COST O55 Dame Smart ao sa 30 
OE DO OD EET | 
COST“ Rorit pee cent on coer” 








A QUICK, ACCURATE METHOD OF 
FIGURING YOUR SELLING PRICES 








An Example: Shoes that cost $4.00 a pair 
—Te figure a profit of 33°; % on selling 
Price, pull the inner tab until “$4.00” ap- 
pears under the heading “Cost Per Pair.” 
On the same line under the heading 
“33% %," you find your selling 
price of $6.00. 
Your price should always be established by 
percentage of mark-up on selling price rather 
“up on cost. 













Poeket size: 3 in. wide—S in. 








high 





PROFIT CHARTS 


help the busy merchant to figure his 
mark-up accurately—per 


cent is 


shown on both selling and cost 


Stop 
guessing at 
your profits. 


prices. 


Celluloid 
cover— 
price card 
printed in 


red 


Single, 35c ea. 
Y, doz., $1.50 
1 doz., 2.70 


Check With 
Order, Piease 





August Price 
Ticket 


Duplicate of above 
card illustration, 2 
colors, and Black 
figures, 25c per 
doz. 


6 doz.— $.85 
12 doz.—$1.50 
24 doz.—$2.50 


Any assortment of 
prices wanted. 


(Check With 





Order, Please) 












3-Color 









Attractive 
Hand-Lettered 
Price Ticke 



















«§ sign, 
figures—48 diff 
ent prices. 









$1.00 to $16.50 
25¢ per dozen 
6 doz.— $0.85 
12 doz.— $1.50 
























24 doz.— $2.50 
















Check With Order, Please 
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DO YOUR WINDOWSYS 


Many merchants, lacking special training in effective 
window trimming, depend upon mediocre window 
displays to create the urge in the window shopper 
to “come in and buy.” 


die-cut top, with hand-lettered selling messages, mak. Mont 
ing it comparatively a simple matter to make th 


Store | 


gestions 
Special 
Exchan; 
any cat 
better c 
Price T 
suppliec 
match t 


tickets 
100 adc 


Exclusiv 
chant if 


Servic 

No. 

$5.0 
Month 


Servic 
No. | 
48.0 


Montt 





Comes 


Gree 





Boor a 
combin 








‘GSAY, “COME IN’? 


» Mak. 
ce the 
itation 





Monthly Display Card Service includes:— _ 








“Store Window Bulletin,” supplies merchandising and display sug- 
gestions each month. 


ig the 
Special Cards, with wording as wanted. 






I oe a 
t svg? I — 
poe ey 





vouri® Exchange of Cards: Annual card service subscribers may exchange 
any cards received for others of the current month whose texts 


better cover their merchandising program. 





Price Tickets: Blank tickets matching the current month’s cards, 
supplied free; neat tickets with prices as wanted, but which do not 
match the show cards, also supplied annual card subscribers free; 
tickets with prices as wanted which match the cards are 50c per 
100 additional. 


TS give 


avenues 





are arriving / 
May we show you What 
is to be in Vogue this 
spring? 


Exclusive Franchise is given with annual card service to one mer- 
chant in an average size town, suburb or city shopping center. 





rt 





12 hand designed cards each month, each with different 
sales messages, die-cut tops, colorful, artistic, size 9 by 
12 inches; with 100 blank price tickets to harmonize 
with service cards each month (or with prices imprinted, 
selection of prices as wanted, 50c. per month addi- 


Service 
No. 1 
$5.00 




































Monthly 





Service 
No. 2 
4$.00 
Monthly 


Service 
8 cards 3 


Cithendina — 
ank price ticke' 
4 card holders $3.00 





6 cards 





Monthly 








The Stand-up Ticket 
All Regular and Clearance Sale Prices 
Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c to $14.00—Orange Border 


6-doz. odd lot 
assortment $1.10 
12 doz.—$2.00 
24 doz.—$3.50 
12 each of 6 prices 85c 
12 doz.—$1.50 
24 doz.—$2.50 


mm 1 doz. of one price 15c 


lor 

















Comes in either Orange or Olive Cash or st ith 
Green Border—Black Figures ™ ae" ” 
(Actual Size) 





Merchants Service Dept. 


BOOT AND SHOE RECORDER 
Republic Bldg., Chicago, Iil. 


tional). Also 6 card holders with first month’s service. 


50 blank price tickets 
2 card holders 








Above shows our modernistic card holders, 
gold with black trim (3-color festoon base 
between frame and plateau); enhance the 
beauty of your window cards—harmonize 
with the finest of window display fixtures 


i a niin iit alain 


COUPON 


BOOT AND SHOE RECORDER, 
Republic Bldg., Chicago, IIl. 


Please enter our order for the Recorder “Selling 
Messages” card service No. ——-—— for one year, 
consisting of cards, each month an 
art card holders, with the first month’s service, be- 
ginning with cards for August for which we will 
pay $ per year, payable $ per month. 
For cash in advance full year’s service, 5% dis- 
count. 

(If for any unforeseen reason we wish to discon- 
tinue service before expiration of order, we agree 
to pay $1.00 per month additional for each month’s 
card service delivered and agree to return card 


holders. ) 
We sell Men’s, Women’s Children’s shoes and 


hosiery. (Cross out lines not carried.) 














Printed Price Tickets:— 


$ 


Store Name 


i—  ¢+— $— 











Owner 


City 


State 
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THIS MAY BE 
YOUR OPPORTUNITY 











SALESMEN 


SALESMEN WANTED 





SALESMEN WANTED | 








Salesmen Wanted 


BY PENNSYLVANIA MANUFACTURER 
of complete line of misses’ and children's 
popular priced = stitchdown shoes. The 
following territories open on a_ strictly 
commission basis of six percent, settle- 
ments monthly 


Illinois 
Wisconsin 
Indiana 
Michigan 
lowa 
Nebraska 


Minnesota 

Pacific Northwest 
Pacific Southwest 
New York State 
New England 
Oklahoma 


We desire men who can carry our shoes 
in conjunction with non-conflicting lines. 
Samples consisting of forty numbers in 
Will be ready September 1st. 
State experience and reference in first 
letter, Address B952, Care Boot 
& Shoe Recorder, 239 West 39th 
St., New York, N. Y. 


one case. 








Salesmen Wanted 

for Chicago, Detroit, Cleveland, Pitts- 
burgh, and Texas. Commission basis. 
Modern misses’, children’s and infants’ 
high grade goodyear welt play shoes and 
moccasins, Only men familiar with buyers 
in the best stores will be considered. 

Berkshire Footwear Corp. 

Holliston, Mass. 











ALESMEN with established trade to sell on 
commission as side line, one-tray line of 
house slippers carried in stock. Latest styles, 
medium prices. Territories available through- 
out entire country. A good money making 
= line. Nestletoe Slippers, Inc., Worcester, 
ass. 





S ALESMEN wanted to carry a complete line 

ue of foots = shoe or r ts as a sideli 
anolis anufacturing Co., 4248 No. Craw- 

ford Ave., Chicago, Ill _ or 








ANTED—Side Line salesmen calling on 

Baby Shops or department stores to sell 
our line of Baby Shoes. Choice territory open. 
Give full particulars and references in applica- 
tion. Liberal commission. Address East Ave- 
nue Station Box 121, Rochester, N. Y 


Salesmen Wanted 


Openings all territories to sell as 
side line 


IMPORTED 
WOVEN SANDALS 


Big earnings possible, strictly com- 
mission basis. Give present con- 
nections, experience, territories trav- 
eled. Address B-956, care Boot & 
Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


EVERAL choice territories are open fo: 

with established trade needing a side li 
children’s shoes carried in stock in all 
and widths from Infants to Growing ( 
Address B-953, care Boot & Shoe Recc 
239 West 39th Street, New York, N. Y. 


WANTED SALESMAN with an estab 
territory in Southern States to cai 
complete line of instock Men’s, Women’s, 
dren’s Slippers (Hard and Soft Soles) on 
mission basis. No objection to non-confli 
side lines. Address B-950, care Boot & 
Recorder, 239 West 39th Street, New 
N. Y. 





ALESMEN to sell live line in stock L: 

Novelties retailing at $3.00. Commi 
basis—-weekly settlements—Pittsburgh and 
ginia districts. Address 1-964, care Bo 
Shoe Recorder, 239 West 39th Street, 
York, N. Y. 











Responsible Side-Line 


Salesmen Wanted 

to carry four samples—Ballet and Tap 
Dancing Shoes, and Boudoir Slippers 
(leather soles). A first class and excep- 
tionally profitable line which repeats 
frequently. References required. Ad- 
dress B940, Care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 











HOUSE SLIPPER SALESMEN in all states 
to carry complete line of slippers for men, 
women, and children. No objection to carrying 
as side line with non-conflicting line. We have 
an unusually good proposition and pay a high 
rate of commission. State territory now travel- 
ing and your record for past five years. Ad- 
lress B-960, care Boot & Shoe Recorder, 209 
S. State St., Chicago. 





ALESMAN wanted for the South by a St, 

Louis Shoe Manufacturer making popular 
priced women’s novelty shoes. This is an_ ex- 
cellent opportunity for the man who can qualify. 
Give full details in first letter. All answers 
will be held in strict confidence. Address 
B-959, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





S ALESMEN Big opportunit‘es for money 
making. Exclusive _ territories. To sell 
country’s most complete line of women’s popular 
priced fashionable stouts. Also narrow widths. 
Welts and McKays. Arch support types. Two 
large factories. Big in stock to draw from. 
State territory now traveling. References. 
Commission. No advanced drawing. Address 
B-957, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


SALESMEN WANTED Territories « 
Texas, Alabama, Georgia, Florida, N 
and South Carolina, Tennessee, Kentucky, 
Virginias. High grade Turn Line Juvenile ‘| 
Shoes. Commission only. Address B-962. 
Boot & Shoe Recorder, 239 West 39th St: 
New York, N. Y. 


SALESMEN WANTED — Selling child: 
shoes. Big opportunity on strictly cor 
sion basis. ‘To handle several imported 
bers as side line. Address B-961, care Bo 
Shoe Recorder, 239 West 39th Street, 
York, N. Y. 





FOR SALE 








OR SALE—Ladies’ shoe department, estab 

lished two years, selling high grade shoes 
from $10.00 up. Exclusive Teandites in city on 
lines of shoes handled; located in best and 
largest city in Virginia. Address B-926, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


SHOE store, including four-flat building, 6Jrd 
and Ashland, business center. Shoe busi- 
Paul Tychsen, 





ness established thirty years. 
6230 Ashland Avenue, Chicago. 


FOR SALE—Shoe department in live Cal- 
ifornia city. Volume forty thousand. Can 
be increased. Owner cannét devote time. Ad- 
dress B-942, care Boot & Shoe Recorder, 2: 
West 39th Street, New York, N. Y. 


OR SALE—Family Shoe store with Ele 

repair machinery or without in gro 
railroad town. Location Main Street. 
years establishment. Good opportunity for 
right party. Address B-951, care Boot & 
Recorder, 239 West 39th Street, New 
-_ =. 











be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
num charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When 
a box number is desired twelve words should be added for the address. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
® Advertisements for this page must be in our New York office on Friday of the week preceding publication. “™ 


In all other cases each word of the address should 
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LINE WANTED WANTED TO PURCHASE MERCHANTS’ NEEDS 





—_— 
——— 


WANTED. | high grade line of growing girls 








h only, in sport oxfords, Turns, Mc- . 
pat Tng “Ray Lauer, 131 9th Ave., San Francisco, If you contemplate selling your W A Goi 
cali entire or surplus stock com- e Are Going 

municate with us. Prompt at- . 

gALESM. AN—Permanent Los = omg sample tention given. Out of Business 
. wants line Women’s McKay Shoes or ° . . 

caer priced Welts for department store and KIRSCH-BLACHER CO., INC. After Being in ut 50 Years 

iobbing trade on Pacific Coast territory. Also 624 Broadway New York : 

interest poly * ——. i. | a on" Gen Phone Spring 1443 We are liquidating now. A 

™,. = Ne " York, N. _ er. = New, Fresh $300,000 Stock of 

aot nie — Wood Show Window Display 

WANTED. Lines on consignment. Men’s Fixtures to be sold at prices 

Women’s and Children’s shoes, medium We are open to less than it cost us to manu- 


and hich-grade McKays on consignment by old BUY FOR CASH facture. 


reliable firm nearly half century old. Can an ¢ SNOES~OENERAL WER 
marantee fair volume. Financial guarantee retall stocks © 24 
coveril stocks can be arranged for. Address CHANDISE — Unexpired eases assumed 


955, care Boot & Shoe Recorder, 239 West EN 
mts ” POSTER @ DEUTSCH ON K 

ileal —_—— ————$___—___- 436 Grand St., New York City Display Fixtures of Qu 
Phone Dry Dock 0352 














WO Carolinas and Virginia, men’s or wom- 
‘s shoes to retail at $5 and $6; ten years 
business; age 31; travel by car. Box 
i : Ge 
— a We will pay the best we for 
ERY low priced line for West Virginia or your surplus or entire stocks of shoes, 
Pennsylvania. Have car. Wide exper ‘ence. — a. or department 
f. M. CUNNINGHAM, Morgantown, W. Va. a a women 
Phone - Write - Call 
All matters strictly confidential. 


I. SIMON CO. 


101 Reade St, N York Cit 
FOR RENT mua=as£ Het. 1880 



































OR RENT—One half of store, 100% loca- 
tion, for popular price women’s shoes—City 


of Pittsfield, Mass., other half of store now 9 
occupied by a successful women’s specialty shop MERCHANTS NEEDS 
of popular price garments. Only reliable and > 

















good financial party considered. Address all 
letters to, B-943, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. Everything for Your Windows 
Faturistic Displays and Large Assortment of Wood 
= 5 Backgrounds Display Fixtures for Depart- 
FoR k ENT—Shoe department space in a mod- Artifielal Flowers, Vases, Windew Fixtures, ment and Shoe Store Window 
ern ladies’ specialty shop. 100% location, pe Settings, Seenes, Veleur Pagers, Displays 
city of New Brunswick, N. J. Interesting Borders, Rebbon SBerders, Desorative 
rental arrangements. Address B-958, care P ‘al A. a ae — As there are NO younger generation of 
Boot & Shoe Recorder, 239 West 39th Street, Bee! . Price Tlekets. mead ONKENS to continue this old and well 


New York, N. Y. DAVE’S DISPLAY DECORATIONS established business, we are liquidating. 

118 West Broadway, New York Our entire stock of Window Display Fix, 
tures, embracing many period designs in? 
cluding, COLONIAL, EMPIRE, FRENCH 
RENAISSANCE, ADAM—also, our popular 


POSITION WANTED a, IONIC, OCTAGON, 























. These fixtures are made in natural wood 

ANAGER 15 years retail shoe experience. : (not finished) this means every order re 

Trim windows. Best of references. Will Fy ceived will be finished to order, in’ the 
vhere. Address B-954, care Boot & Shoe ‘ color and finish customers want. 


Recorder. 140 Federal St., Boston, Mass. POMPOMS AND ORNAMENTS FOR This ianures cach order te te be a strictly 
SOFT SOLE SLIPPERS CLEAN, WELL MADE and FRESH FIN- 

The right merchandise at the right price. ISHED jot 

HY-GRAGE SLIPPER SUPPLY co onlers received at the | “CLOSE 

FOR LEASE 693 Broadway New York City OUT” prices we guarantee will be our 


first class Lacauer Finishes 

















._o —— ee . Any firm needing Window Display Fix 
SHOE SPACE FOR LEASE—Women’s Spe- tures within the next year, we suggest 
“ ciality ~~ in Southwestern City of 32,000 - 4 buying them NOW 
catering to etter class trade desires to lease To i j 
space for women’s shoes; splendid opening for rice IC ets Samples _ To illustrate just what this sale means 
line selling from $8.00 te $12.50. BERSON’S, FREE Former prices that have been absolutely 
Fort Smith, Ark 7 : ~ — ‘. 1 1 NET heretofore—we are now offering these 
. , . Original Designs in Colors and Oc d same fixtures at from 50 to 80% discount 
Shapes. 21 years nothing but Tickets from what was our NET prices, this means 


. muoare buying : “SS t Mi ‘ - 
Largest Size 3 by 4 New Styles constantly ange ~* ayiag at tome en See 


BUSINESS OPPORTUNITY By STAUFFER “cos anceves cau: a oe 


Going Out of Business Prices 


ELLING Organization just entering d'rect . 
Sf wearer fd desires to hear from Shoe - = : = ENN The OSCAR ONKEN co. 
Manufacturers and Jobbers in position to fill ) ‘s * . * 
orders from fvor stock. Address B-949, care (A \\| Cincinnati, Ohio 
Boot & Shoe epertee, 239 West 39th Street, ESTABLISHED §=— 1890 | 

, 


_: LABELS 


MERCHANTS’ NEEDS MW SHOE C. “ARTON s il BUSINESS OPPORTUNITY 


EXCLUSIVE BUT NOT EXPENSIVE ff 

| YOU CAN HAVE A BUSINESS PRO- 
VENUS FOOT APPLIANCES SS } FESSION OF YOUR OWN and earn big 
VENUS ARCHES | income in service fees. A new system of 


foot correction; readily learned by any- 


VENUS ARCH SUPPORTS aE! C MEYER Co. one at home in a few weeks. Easy terms 


Buerything for the feet. : leer for training; openings everywhere with 
. seeded cei ve » SRST all the trade you can attend to. No capi- 
Anderson Endrea Foot Appliance Co., not Inc. AMERICA’S GREATEST tal required or goods to buy; no agency 
Seeurlty Bullding, Madison & Welle Sts. q SHOE CARTON & LABEL MICS or soliciting. Address Stephenson Labora- 
CHICAGO, IIlinels . — : tory, 21 Back Bay, Boston, Mass. 

E ——— af ” 
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ENJOY THE BEST! Modern, scientific 
equipment and management make 
it possible for you to enjoy the best 
in. New York at the Hotel Lincoln. 


Hotel Claridge 


BROADWAY AT 44th STREET 
NEW YORK CITY 





1400 Rooms 


NEW YORK’S NEW 


notre. 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 


For 
One 


Telephone Lackawanna 1400 


Each with Bath 
and Shower 


In the 


54-7 wo 


Times 


Heart of 


Catering to the 


SHOE and LEATHER 
d INDUSTRY 








Moderate Rates. 
Wire Reservations at Our Expense 


Largest and Most Comfortable Sample Rooms 


in New York 
Under New Managemem 








MERCHANTS’ NEEDS 








CHICAGO 





THE HECHT FIXTURE CO. 
233 South Wells St. 


This Complete Set 
No. 563-C.G. 


$66.23 


Consists of 31 pieces 
Combination 
Glass and Metal 
Write for Catalog 27 
showing large line. 
Send for Samples 
Window Fabrics 
and Valances 
Everything in Fix- 
tures 








TILTS ATANY ANGLE 


$2.75 Half Gross 
Guaranteed to » gpve 100% 
Satisfa _ 


M. D. POLLINGER CO. 
216 Holland Bldg. St. Louis, Mo. 





1876 over rirty years 1930 
OF RELIABLE SERVICE TO THE 
TRADE 


THE HOOK 
STYLE SHOE HORNS 

No rough edges to tear stockings or 
counters. Be sure to get rounded edges 
on your shoe horns. Buy Sommer’s re- 
liable rounded edge shoe horns from your 
jobber. 

Combination Hooks and Horns, Button 

Hooks, Boot Hooks 
J. L. SOMMER MFG. CO. 

Newark New Jersey 


Largest Manufacturers in the World 














Milbradt 
= Rolling Step Ladders 


Enable you to reach your 
highest shelves conveni- 
ently. 


;—| They last a lifetime 
< and 


Are made in any style, 
"j}sbape or size to fit any 

kind of shelving. 

Write for general catalog 

and let us suggest the 
. best ladder for your use. 


Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 





ST. LOUIS, MO. 





New Shoe Department 
Is Opened 


FLINT, Mico. (UTPS)—The Miller- 
Wohl Co. chain of women’s clothing 
stores formally opened a downstairs 
shoe department in the branch store 
here recently. Virtually a quarter of 
the store’s 125 linear feet of window 
space was devoted to the new depart- 
ment two days in advance, showing its 
returns in a rushing day at the open- 
ing. New fall styles comprise most of 
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-VINDOW 
DISPLAY FIXTURES 


I SEGALL SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


7 N=) 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-S9W 347) ST. NV. 
PNone WISCONSIN 8130 





the stock, although there is still some 
demand for summer footwear. 

E. D. Young, formerly in the 
department of the Cleveland, O., 
of the company, is in charge of th« 
department here with a staff of 15 
and women. He _ was assisted 
launching it by J. T. Reeves, man: 
of the Miller-Wohl shoe _ divisi 
Harry Marsh, Flint store mana 
has allotted the shoe department m 
than 30 feet of show window for excl 
sive shoe displays. 


shoe 
store 
new 
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Business Changes 


CALIFORNIA—Los Angeles—West Coast Style 
Shoes (Ltd.); boots and shoes; inc. authorized 
espital $500,00 00. 

Visalia—Hughes & Tipton; boots, shoes, etc. ; 
reported sold out to Irwin Whitehall. 

ILLINOIS—Chicago—Stanwear Shoe Co. (Sol 
J. Meyerburg); wholesale boots and shoes; re- 
ported liquidating. 

Peoria—Axel J. Faginkrantz; 

ete.; reported selling or sold out. 

““WDIANA—Hammond—Isadore Zeplowitz = 
State Line St.) (“State Line Store”); boots 
shoes, etc. ; reported selling or sold out. 

10WA—Des Moines—Wiltsey & Wiltsey; boots 
and shoes; succeeded by Wiltsey Shoe Shop, Ine. 

MASS ACHUSETTS—Boston—Fashion $5 Boot- 

ry, Inc.; boots and shoes; filed issue of $40,000. 

Tiaverhill—Croston- O’Brien Shoe 0.; shoe 
manufacturers ; liquidating. 

Malden—Hartwell Hartley, Inc.; rubber soles, 
ete.; recently incorporated. 

Marblehead—Little Pilgrim Shoe Co.; shoe 
manufacturers; recently commenced business. 

Needham—Needham Shoe Store (Bernard B. 
Silverman) (1036 Great Plain Ave.); boots and 
shoes; reported selling or sold out. 

MICHIGAN — Lansing — Union Leader, Inc. ; 
boots and shoes; inc. authorized capital $5,000. 
MISSISSIPPI—Clarksville—Wilie Bros., Inc. ; 
pots, shoes, etc.; inc. authorized capital $10, 000. 
NEw YORK—Batavia—S. W. Smith (120 


boots, shoes, 


Main St.); boots and shoes; succeeded by Knox 
& Despenze. 

Brooklyn—Friendly Shoe Co., 
thorized capital $20,000. 

C. Mackey Shoe Co., Inc. ; 
ine. authorized capital $90,000. 

Benj. B. Stein (8318 5th Ave.); boots and 
shoes; reported selling or sold out business. 

New York City—Goldstein Footwear Co., Inc. ; 
boots and shoes; incorporated. 

Henry Boot Shop, Inc.; boots and shoes; inc. 
authorized capital $20,000. 

Hurwitz & Blau; boots, shoes, etc.; reported 
selling or sold out. 

NEW JERSEY—Bayonne—Jersey Slipper Co. ; 
manufacturers; reported selling or sold out. 

H1IO—Coshocton—Carton’s Mansfield Bootery, 

Inc. ; incorpora’ 

Dayton—Foot Analysis Shoe Shop, Inc.; 
authorized capital $25,000. 

PENNSYLVANIA—Philadelphia — Grossman, 
Ine. ; boots, shoes, etc.; inc. authorized capital 
$5,000. 

Mount Carmel—D. D. Bolich; boots and shoes; 
reported selling or sold out. 

York—Betty Jane Shoes, Inc. ; 
ine. authorized capital $5,000. 

TEXAS — Brenham — Henry Lippman; boots 
and shoes, etc.; recently commenced business. 

WISCONSIN—Oshkosh—Michels & Roth, Inc. ; 
boots and shoes; incorporated. 


Inc.; ine, au- 


boots, shoes, etc. ; 


ine. 


boots and shoes ; 


Failures, Embarrassments, Etc. 


CONNECTICUT — Hartford — Nathan Ganz; 
boots, shoes, etc.; reported petition in bank- 


ruptey. 

FLORIDA—Lake City—W. A. Wilson (‘The 
Surprise Store’’); boots, shoes, etce.; reported 
petition in bankruptcy. 

ILLINOIS—Chicago—Bach Bros. (11448 &. 
Michigan Ave.) ; boots, shoes, etc.; reported peti- 
tion in bankruptcy. 
Chatfield Shoes, Inc. (741 E. 79th St.); re- 
ported petition in bankruptcy. 

Julius Izen (2657 W. North Ave.) ; 
shoes; reported petition in bankruptcy. 
MASSACHUSETTS—Boston—Louis Wolovitch 
(19 Spring St.) ; boots and shoes; reported as- 


boots and 


Puddle Proof Shoe Co.; shoe manufacturers ; 
reported petition in bankruptcy. 

East Bridgewater—Field Bros. Shoe Co., Inc. ; 
manufacturers; reported ——. = W. J. Cal- 
lahan; reported liabilities of $42,0 

Haverhill—Slipper City Shoe oe _ ~~ ; manu- 
facturers ; reported petition in bankruptcy. 

Lynn—Morris Levine (100 Blossom St.) ; boots, 
shoes, etc.; reported petition in bankruptcy. 

Millbury—-Charles F. Kane (Kane’s Shoe and 
Millinery Store) ; rnc offering to compro- 
mise at 20 per cen 

MICHIG GAN _~ Detroit — Koblin Bros.; boots, 
shoes, etc.; reported liabilities of _— 600; re- 
ported offering to compromise at 20 pe 

Grand Rapids—Charles Van’t Hof (Wan't 


Hof Bootery’’); boots and shoes; reported peti- 
tion in bankruptcy. 

NEW JERSEY—Jersey City—Paul Zloty (570 
Grove St.) (826 Newark Ave.) ; boots and shoes; 
reported called meeting of creditors. 

NEW YORK—New York City—Green’s Boot 
Shop; boots and shoes; reported called meeting 
of creditors. 

Stern & Tannenbaum (1586 Broadway) (121 
W. 33rd St.); boots and shoes; reported called 
meeting of creditors. 

Vim Shoes, Inc.; 
petition in bankruptcy; 
pointed. 

Louis Weinstock (680 Allerton Ave.); boots 
and shoes; reported called meeting of creditors. 

OHIO—Massillon—Hanson & Kratz; boots and 
shoes; reported petition in bankruptcy. 

Mount Vernon—M. Block; boots and shoes; 
reported offering to compromise at 20 per cent. 

Toledo—Max Applebaum (3230 La Grange 
St.) ; boots, shoes, ete.; reported petition in 
bankruptcy. 

PENNSYLVANIA — Hazleton—R. J. Hertz 
(Paramount Boot Shop) (9 E. Broad St.) ; boots 
and shoes; reported offering to compromise at 
25 per cent. 

Johnstown—Louis Gross; boots, 
reported petition in bankruptcy. 

WISCONSIN—Milwaukee—Joseph Leeb (1037 
8rd St.); boots and shoes; reported petition in 
bankruptcy. 


boots and shoes; reported 
reported receiver ap- 


shoes, etc. ; 


New Shoe Dealers 


piston, Fla.-—Schlosberg’s Good Luck Stores, 
"viva City, Fla.—Manatee Growers Supply 


“ver Matamoros, Ohio—Briggs Bros. (soon). 
Salt Lake City, Utah—W. H. Wade Co., 27 
East Broadway. 
Richmond Hill, N. Y.—New York Department 
Store, 105-04 Liberty Ave. 

Lake City, 8. C—Collins Department Store. 
New York, N. Y.—Henry Boot Shop, Inc. 
Brenham, Tex.—Henry — 

Parsons, m=! B. 

Buffalo, N. Y.—Kensington Shoe Co., Inc. 

New York, Y.—Horowitz & Weller, Inc. 
Mansfield, Ohio—J. & D., Inc. 

Youngstown, Ohio—Texas Shoe & Leather Co. 
St. Louis, Mo.—Pedigo-Lake Shoe Co. 
Cleveland, Ohio—Cleveland ~_ 4 Stores, Inc. 

Pa.—Betty Jane Shoes, 

Philadetphia, Pa.—New Star Shee Repairing 
» Ine 
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Shamokin, Pa.—Thomas F. Lark, I 

Harrisburg, Pa.—Dauphin Shoe Co. 

Sparta, Ga.—C. H. Freeman, Broad 

Ogden, Utah—O. K. Shoe Co., 2423 Washing- 
ton Ave. 

Belle Fourche, 8S. D.—Golden Rule Store. 

Kenneth, Minn.—Herman Thomte. 

Somerville, Mass.—M. T. Cummings Co. 

New York, N. Y.—Stanley-Jay, Inc., 720 W. 
181st on (Oct. 1). 

New York, N. Y.—Benjamin Sigfried, 3736 
White Plains Ave. (soon). 

Syracuse, Kan.—Bob Falls. 
a Pa.—Louis Sanders, 903 N. Mar- 
shall 

oygeitons, Ohio—Joy Shop, 134 W. Fed- 
eral St. 

Brenham, Tex.—Henry Lippman. 

Bolton, Ill.—C. H. Parkinson. 

Dallas, Tex.—Miller’s, Inc., 1516-18 Elm St. 


(mfr.). 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Beverly Hills, Cal.—J. J. Newberry Co., Den- 
nison Market Bldg. (soon). 

Chanute, Kan.—J. J. Newberry Co. 

New York, N. Y.—Sommers, Inc., 2 W. 57th 
St. (Oct. 1). 

New York, N. 720 Madi- 
son Ave. 

Shamokin, Pa. 


Y.—Henri Boot Shop, 


-Thomas F. Lark, Inc. 
Harrisburg, Pa.—Dauphin Shoe Co. 
Missoula, Mont.—Arcade Company. 
Fornfelt, Mo.—Baudenbistel-Schoen Co. 
Union City, N. J.—Betsy Ross Shoe Store, 2416 
38th St 

Wilmington, Del.—Dyn Deer Sandals, Inc. 

Wilson, N. C.—C. W. Stokes, Inc. 

St. Petersburg, Fla. — Slerkese 
Store, Inc. 

Caliente, Nev.—Ben Douglas. 

Billings, Mont.—F. S. Todd. 

Canby, Minn.—Henry J. Harlow. 

Minneapolis, Minn.—The Rector Co., 
and Nicollet Ave. 

Timber, Ore.—Timber Mercantile Co. 

Attalia, Wash.—John T. Cherry. 

Reardan, Wash.—W. A. Ryder. 

San Francisco, Cal.—Lewis Serbin, 
ket St. 

Lake City, Mich.—Peoples Cash Store. 

Lake Odessa, Mich.—Merritt Wade. 

Indianapolis, Ind.—Dity’s, 16 N. Meridian St. 

Clear Lake, Wash.—C. A. Van Nattor. 

Salem, Ore.—Kafateria Shoe Store. 

Olympia, Wash.—G. M. Petrick. 

Cornelius, Ore.—A. B. Caples. 

Portland, Ore.—Thos. C. Cunningham, 
Yamhill St. 

Huntington, Ore.—Ideal Stores, Inc. 

Rainier, Ore.—Joe Bauman. 

Portland, Ore.—Home Trade Shoe 
4th St. 


Department 
3rd St. 


988 Mar- 


395 


Store, 145 


Shoe Department Manager 
Drops Dead 


SCRANTON, PA. (UTPS)—Louis 
Stutz, aged 40, manager of the down- 
stairs department of the Endicott- 
Johnson shoe store, 126 Wyoming Ave- 
nue, dropped dead in the Grill restau- 
rant here. Death was due to a heart 
attack. Mr. Stutz’s wife and daugh- 
ter were vacationing in Pottsville, Pa., 
when his death occurred. He was in 
the employ of the Endicott-Johnson 
for about 10 years and was manager 
of the Pittsfield, Mass., store before 
coming to Scranton. 


Ernst Schwamb Dies 


MILWAUKEE, WIs.—Ernst Schwamb, 
62, for many years a Milwaukee re- 
tail shoe dealer and since 1922 manager 
of the men’s shoe department of Gimbel 
Brothers, died July 23 at his home 
after an illness of a year. 

Mr. Schwamb, who was born in 
Richfield, Wis., opened his first store 
in Milwaukee about 20 years ago. He 
sold out eight years ago. He was for- 
merly secretary of the Milwaukee Re- 
tail Shoe Dealers’ Association and ac- 
tive in the affairs of that organization. 

He is survived by his wife, Mrs. 
Magdalena Schwamb; a son, Milton 
Schwamb; a daughter, Mrs. Arvilla 
Bonawitz; two brothers, John and Wer- 
ner Schwamb, and a sister, Mrs. Eliza- 
beth Czamanske. 





Boot and Shoe 


Recorder 
Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boor anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass 
Air Mail Shoe Co., Cincinnati, Ohio 
Ault-Shackford Shoe Co., Auburn, Me..... 
Ault-Williamson Shoe Co., Auburn, Me.... 


Bass, G. H., & Co., Wilton, Me 

Beacon Falls Rubber Shoe Co., Beacon Falls, 
DE Hemet e Sere beKienedarnsetenne4 36-37 

Best Ever Slipper Co., Brooklyn, N. Y.... 

Biarritz Sandals, New York City 

Blog Shoe Co., Inc., New York City 

Brooks Shoe Mfg. Co., Phila., Pa......... 56 

Burkley Shoe Co., Brockton, Mass......... 58 

Burns, J. R., Shoe Co., Endicott, N. Y.... 91 


Capezio, New York City 
Chase, W. S., & Sons, Haverhill, Mass.... 52 
Chekko Braided Sandals Corp., New York 
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Kirsch-Blacher Co., Inc., New York City.. 67 


Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 67 


ANEext Week 


you will find 


in the 


Boot and Shoe 
Recorder 


N the August 23rd issue we give the 

man a break in a presentation of 
what he wil wear this Fall, if well 
dressed. How about spats, for in- 
stance? How are the new types of 
shoes to be sold profitably? We show 
the merchants how to tune in their 
stock on the broadcast of new weights 
and new patterns. 


AAA 


OR years we have heard that the 

customer is always right. She is 
more than that, says A. Ray Webster, 
in a clever article on the subject. She 
is always saleable. She is always 
color-minded. She is always style-con- 
scious, There are a lot of things which 
she is always. How to take advantage 
of the new order of things, with the 
customer knowing as much as _ the 
salesman, is interestingly discussed. 


AAA 


And the fourth of our series on 
leather — calf this time—how it is 
tanned and how it is used —dedicated 
to a better understanding of materials 
in the retail shoe store. 


AAA 





3a old fashioned 
Ss | big hoy 


a oe 


\ 2 


INvisIBLE MIDDLESOLE is the modern method of 
filling shoes. 

Longer wear... an even tread ...and absolute protec- 
tion against moisture, cold or dampness penetrating to 
the inner sole . . . all in one simple operation. 


“Don’t be old fashioned, Big Boy”. . . make lasting 
friends of your customers by filling your shoes with 
Invisible Middlesole. 


Beckwith Manufacturing Co. . . Statler Building . . Boston, Mass. 
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Eaton, Charles A., Co., Brockton, Mass.... 


CHILDREN’S SHOES 


Burns, J. R., Shoe Co., Endicott, 

Eby Shoe Co., Inc., Ephrata, Pa....... 

Edwards, |., G Co., Philadelphia, Pa...... 88-89 
Style Shoe Mfg. Co., Milwaukee, 


“wm 














Business IS good— 


for those who go 
after it 








* 
People 
still go on 
living. Still 
eat. Still wear 
shoes. Marry. Buy 
new furniture. Have 


babies. Wear out cars. 
* * 














Business is to be had. But to get it— 
you MUST deserve it 


We firmly believe that business is sound—and that it is going to those who show thei 
alertness by giving the public what it wants —and the feminine section of it wants 


ENNA JETTICK SHOES 


Are you supplying that insistent demand in your community? 


SS = 
177 sizes and widths ENNA JETIIS There’s never any 
enable ENNA JET- extra charge for 
TICK dealers to fit SHOES FOR WOMEN extreme sizes or 
any normal foot. YOU NEED widths. 
Listen to NO: LONGER . 
ENNA ac 1 ENNA 


JETTICK THAT YOU JETTICK 


Melodies HAVE AN Songbird 
Sunday Evenings EXPENSIVE Tuesday Evenings 
WJZ FOOT WEAF 


and Associated and Associated 
Stations 


“e AAAAA to EEE-Sizes 1 to 12 
Dunn & McCarthy, Inc. 


Auburn, N. Y. 


Listen to 


BooT AND SHOE RECORDER 
combining THE SHOE RETAILE! 





COMPO SLIPPERS IN STOCK 


This is the Modern house slipper—Lightest in weight, most 
Flexible, Smoothest inside—all the result of exclusive pat- 
ented features. 


Smart styling gives the final touch to values that make 
business good. 





No. 0734—Skinner’s Satin Mule. 
“Con 4 Sole Satin lining. 
Black Satin heel seat 12/8 
Spani-h Heel Entirely new type 
of Blick Strap, fastened to vamp, 
assur perfect fit No elastic 
necessary C width = only IN 


STOOL in Black with Coral No. 0736—Skinner’s Satin Mule 
SS eee --- $2.75 “Compo” Sole Satin lining 

Black Satin heel seat. 12/8 

Spanish Heel. Silk Velvet double ‘4 
No. 073—Plain Mule Same con bow to match lining. Cc width x = | No. 0695—D'Orsay Model Com 
struction as 0736 IN STOCK only. IN STOCK in Bla*k with po’ Sole. Kid with Crepe lining 
same French Blue, Coral, American to match 12/8 Spanish heel 
Beauty, Nile Green and Gold width, IN STOCK in Red Blue 
No. 0731—Same as 0736 but with linings and trims.......-..$2.50 No. 6996—F’ajama Sandal. “‘Com- <ireen. Lavender 
jouble Rosebud trim, IN STOCK No. 0733—Same as 0736 but with " : : — 
0736 with all around collar of Ostrich po” Sole Kid with full Kid Same on Round toe last 
same 4 oo +00 -+ $2.40 Fr ‘eathers IN STOCK we 2 lining in contrasting shades. C No. 0637—1) Orsay Model 

13%—-Same as 0736 3. ath ' N STOCK " po Sole Skinner's Satin with 

No. 07 2—Same as 07:6 but with nt 0735—Same as 0736 but with ns , ae : K in Red Satin lining 12/8 Spanish heel 
side Viume of Ostrich Feathers half collar of Ostrich Feathers Blue, Green and Lavender. .$4.00 C width IN STOCK in black 
IN STOCK same as 07:6. .$2.75 IN STOCK same as 0736. .$2.75 with Coral lining ... $2.70 


A width toe order in 12) pair 
miintintean 


~ «© « «+  . an Ideal Gift 


@ The ensemble pictured below offers an excellent avenue 
for additional business. @ It is made of Figured Crepe lined 
with harmonizing Lustre de Chine. @ The sole is of Colored 
Kid to match. @The bag is fastened with the “Talon” Zip- 
per. @ May be had in Nile Green, Fawn and Copen Blue. 


@ Slippers with bag, priced at $2.25. In Stock. 


an Ideal Gift 


. 0365—Bridge Model Com 
Sole Pure Silk Crepe with 
lining and Crepe Bow t 
14/8 Spanist wel ‘ 

IN STOCK Black. Red 
French Blo $3.00 


No. 6335—Bridge Model Com 
1 Sole Skinner Satin with 
la Silk Velvet 
: ouble tn M/s Spanish heel 
: ‘ IN STOCK in Black 
= F = eee) < h Coral lining $3.00 
nat’ > 
i} 95—ridge Me 
: > oe 
und Sill 
match 
width 
Red, Blue 


BEST-EVER SLIPPER CQ, """777"""""esecrececenccsccrcrcccssces"< mag 


; ites Best-Ever Slipper Co., Inc., 75 Front St., Bklyn, N. Y. 
INCORPORATED ; 
Send sample pairs of 


Main Factory and General Offices: and a copy of your new catalog. 


75 Front St., Brooklyn, N. Y. 
Seattle Sales Office 318 Denney Bldg. 


Export Dept 100 Gold St., New York 
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ANN ELISE WELTS @ ANN ELISE WELTS @ ANN ELISE WELTS @ ANN ELISE WELTS 


oe 














The ANN ELISE Shoe 


A high-grade arch-support welt to sell in the popular $5-$7.50 price 


range. Better materials and better shoemaking in every pair. Flex- 


ible, nine-iron sole. Staple and semi-dress patterns. Every number 
built on Coordinated Lasts and Patterns, giving sample-size fit and 


appearance in every size and width. Many numbers in stock at St. 


Louis and Auburn, Maine. Send your order to the nearest office. 


No. V1192—83.85 
Light Smoke Elk 5 Eyelet Sport Oxford. 
Vassar Last Log Cabin Trim. 10/8 
R 


Heel Duflex Sole. In stock AA, A, B, 


and ©, 


No. L1522—83.75 
Dull Black Kid Gore Pump. LaSalle 
Last. 14/8 Wood Cuban Heel. In stock 
AA, A, B, and C. 


No. K5108—83.35 
Black Kid Four-Hole Tie with Loop at 
Throat. Kenmore Last. 14/8 Leather 
Wafer Rubber Toplift. In stock AA, A, 
B, C, and D. 


No. H1172—83.25 
Black Kid Blucher Oxford. Hub Last. 
11/8 Leather Heel. Rubber Toplift. In 
stock B, C, D, and E. At Auburn only. 


No. K5056—83.25 
Dull Black Kid Center-Buckle, 14/8 
Leather Heel, Wafer Rubber’ Toplift. 
Kenmore Last. In stock AA, A, B, and 
C. 


No. N1257—83.35 
White Kip Sport Owxford. Black Calf 
Saddle and Tip. Niblick Last. Bear 

No. L1135—83.85 Foot Rubber Sole with Spring Heel. In 
Dull Black Kid Two-Strap. Center stock AA, A, B, and C. At Auburn only. 
Buckle. LaSalle Last. 14/8 Wood Cuban 
Heel. In stock AAA, AA, A, B, and C, 
At Auburn only. 








No. 11134—83.85 
| No. K1153—45.15 Dull Black Kid One-Strap. Center Buckle 


Black Kid Button One-Strap, Kenmore Irene Last. 16/8 Wood Louis Heel, In 
Last. 14/8 Leather Heel. Wafer Top- stock AAA, AA, A, B, and C. At Au- 
lift. In stock AA, A, B, C, and D. @® burn only. 





AULT-SHACKFORD 
SHOE COMPANY 


ST. LOUIS, MO., 416 North 12th St. a AUBURN, ME. 


(In-stock Dept.) 


(Factory and In-stock Dept.) 


SLIM FASIIA AIATYV 


SLIM @Srisa AAV 


SLIM S@Sria AIATYV > SLIZM BASria AIAY . 


7 SLia a ASTIN NNW So 


SSria’ AIANTY 


SLi mw 
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If You Always Had the Size— 


W.: a grand and glorious 
feeling it would be if the shoe dealer never had to say, 
“Tam sorry, we are out of the size.” 

Any positive assertion as to what percentage of lost 
sales is due to this one cause is manifestly impossible, 
yet we venture to say that more than one-half of the cus- 
tomers who walk out without buying do so not because 
they cannot find an acceptable style, but because they 
cannot be fitted in the one or more styles selected. 

When customers enter a shoe store it is because they 
They are at least favorably disposed to the 
In other words, that 


need shoes. 
store, else they would not enter. 
customer is ready to buy and anxious to buy. 
is already more than half made. And then, with a store 
full of shoes, for most stores have too many pairs 
rather than too little, to turn that customer away for 


The sale 


lack of a size is awful. 

And those lost sales may easily represent the differ- 
ence between a profitable and an unprofitable volume. 

The size question is a vital one, affecting every store 
that sells shoes, be it large or small. It is necessarily 
aggravated in the case of the store doing a small volume 
of business, yet compelled to show a comparatively wide 
selection of patterns and materials. 

Careful analysis will show with fair accuracy the per- 
centage of each size that will be sold in a total volume 
of 1000 or more pairs, but no man can foretell just what 
sizes are going to sell out first in any given style. 


A merchant once placed 
an order for nearly six thousand pairs of one shoe. There 
was no guesswork about the sizes. He had actual 
records over a long period to guide him, yet the first 
order, by mail, in the fall, could not be filled. It was 
for size 7 D. That size had been bought in proper pro- 


portion but was all sold out in one week. This is but 
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an extreme illustration of what is happening in every 
shoe store. Careful analysis of size demand in your 
own store will help a lot but it cannot solve the size 
problem as long as it requires 30 minutes to sell a pair 
of shoes and 30 days or more to replace them. 

No matter how carefully the stock is checked the fact 
remains that if a style is at all active the sizes are broken 
after a week or two of selling and remain broken the 
balance of the season. ‘This is obviously so since the 
sizes are out of stock for a month or so while replace- 
ments are being made. In the meantime other sizes 
have sold out, so that when the first size ups are received 
the blank spots are merely in another place. There is 
the further danger that size up orders will be delivered 
after the active demand has begun to wane and in con- 
sequence will only add to the number of pairs to be sold 
at a loss in the end of the season sale. 

How can the shoe dealer certainly maintain a full size 
Well, he cannot. But the situation 
A less number of styles with 


range all the time? 
can be greatly helped. 
more sizes in each is one way. 

Closing up the time between the sale and the replace- 
ment is another way and the progressive manufacturers 
have recognized this and are doing all they can, but with 
their best effort sizes cannot be made up and delivered 
much under a month. 

There is a way, however, already developed to a sur- 
prising degree, for the dealer to get a considerable part, 
if not all, of his shoes sized up weekly and in a few 
days. 

Boys’ and girls’ shoes in all grades and many shoes 
for men and women are available in such variety that 
it is quite possible to buy every needed style for the 
average store from stock. A proper check on sales with 
size up every week or twice a week, if necessary, will 
replace sizes in from three to six days instead of three 


to six weeks. 
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IN STOCK 


I's TO 9’s 


AAAA’S TO C’s 





IN STOCK 


AAAA’S TO C’s 1's TO 9’s 











Write for a complete catalogue 


Write for a complete catalogue 


Shoes of the new Air Mail 
quick sales appeal 














The ELDA Center Buckle 
Built over 151 last with 14/8 and 15/8 
Cuban heel 
No. 246-—Prado brown kid with brown 
lizard trim; 14/8 heel 
No. 247--Dull black kid with black 
snake trim; 14/8 heel 
No. 260—Black suede with 
snake trim; 15/8 heel 
No. 261—Brown sueck 
snake trim; 15/8 heel 
No. 262—Patent with black 
trim; 14/8 heel sso 





The JEANETTE Pump 
Built over 72 last with 21/8 heel 
. 876—White crepe 
. 878—Black satin .... 
- 879—Dull black kid ............... 
. 881—Patent 


| 
\ — 


The AILEEN Pump 
Built over 162 last with 19 8 heel 
White silkray (Dyeable).. 14101 
Black satin 
. 602—Patent leather . 
Dull black kid 








The PANSY 
Built over 156 last with 18/8 heel 

No. 224—Dull black kid with black sna 
collar and strap 
No. 225—Mode beige kid with Java brown 
kid collar and strap 1460 
No. 232—Navy blue kid with 
snake collar 
No. 233—Black lizard with 
foxing, heel, collar and s 

lo. 234—Leafbrown kid 
foxing, heel, collar and strap 

. 235—Brown Panama snake 
hrown tip, foxing and heel; Java brown 
kid collar and strap 14601 
No. 255-—Green suede with green kid tip, 
foxing, heel, collar and strap 





The CLARE 
(Punchings not through lining used 
perforations only) 

Built over 73 last with 13/8 heel 
No. 900—Dull black calf with Hematite 
trim 13851 
No. 901—Patent with Hematite trim 13851 
No. 904—Black lizard vamp with 
calf quarter and lizard trim............. 14 
No. 905-——-Brown lizard vamp with 
calf quarter and it 
No. 906—Brown calf with 











The HOLLYWOOD Tie 
Built over 73 last with 13/8 heel 
No. 386—Java Brown kid with Lido 


id trim 


No. 388—Dull Black kid 














The ESTIN 
73 last with 13/8 heel 
Dull blact If with Hematit 
13851 
Patent with Hematite underlay 
13851 
lustre 
underlay 
No. 908 
underlay 
No. 909—-Brown § succk 
kid underlay 








The MELODY Pump 
Built over 73 last with 13/8 heel 
. 797. 
. 870—Java brown i 14101 
. 871— Nautical blue kid 14101 
. 872—Dull black kid..........0.00... 13851 
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T AND Si! 


Nining T 


A Notable Product and Sewice of 
Tht United States Shoe Company 


Gincinnati 














Write for a complete catalogue 


full of 








The VERA 
Built over 155 last with new 15/8 Con- 
tinental and Junior heel 
No. 226—Dull black kid with black and 
ite lizard trim ........ 

No. 249-—Leafbrow 

trim (Junior Louis he . 

No. 250—Patent witl slack sand k — 


The GARNET Gore Pump 
Built over 151 last with 14 8 Cuban heel 
and 15.8 Junior heel 
1 








The LOUISE 
Built over 150 last with 17,8 heel 
Dull black kid with black 





The LETTY Pump 
New 170 last with 20/8 spike heel | BI GEEID srcninseesscesesvivemssecinis s 
lo. 206—Dull black kid with black and _— — 


hite ke and Hematit _ stripping 14351 The MARIE Oxford Tie 
lo. 208--Patent with black kid and Hem 





a stripping ‘ } \ Ruilt over 155 last with 15 8 Cuban heel 
fo. 243—Green kid with ¢ de ; zs 4 fF No. 236 Dull k | th black and 
irl lustre stripping = lizard ts 14351 
lo. 276—Black Lizard wi \ Bali "emg — 

k Kid stripping 146¢ ‘ es || I m . aioe . 14601 


i 
14601 





The DELUXE Strap 
156 last with 18/8 heel 
No. 204—Dull black kid 
Hematit trippi 
No, 205— Pater 
atite tripping 
No. 242—Green 
earl lustr 
The EVE Pump No. 248 a sts a = . 
Built ‘over 172 last with 21/8 heel beige kid and ifbrowr cic ; The ETTA Center Buckle 
No. 604—Brown lizard with modc beig Built over 162 last with 19/8 heel 
kid saddle and java brown kid trim 14351 . ‘ I y lo. 607 Dull black kid with pearl Tusts 
No. 605—-Black lizard with blac sac ematite stripping . rif “ ucepasinecendedies 14351 
le and pearl lust 14351 vn sucde with ro . 608—Patent with pearl lustre tr 
No. 606. Dull, black and kid and leafbrown kid stripping...... 14 ence cee 
white lizard saddle and pearl stre trim 609 ‘ OM j i brown 
14601 
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Traay three 


factors in the retailing of 
shoes must be considered of 
equal importance, namely : 

Net Profits. 

Satisfactory Turnover of 
Stock. 

Shoe Sizes in 
When Needed. 

Time is a big considera- 
tion in good shoemaking. 
None of the retail buyers can anticipate all their wants 
100 per cent. No buyer is smart enough to do that. 

Merchandising on a unit pair turnover is also demanded 
of every shoe buyer. No firm, therefore, can carry 
throughout the season the peak loads of stock almost 
necessary in seasonal buying, without getting stuck. The 
American buying public is indeed fickle and styles or 
materials are in demand almost overnight, without the 
shoe buyer being quickly aware of it, as his trade seems 
to be. This is a strange statement, but true, and happens 
almost every season. 

It seems scarcely necessary to bring out these facts, 
because each one of us, in looking around, can see for 
ourselves that the most successful firms have increased 
their volume in shoe manufacturing through the installa- 
tion of a stock department. 

Stock departments will continue to be popular so long 
as the buyer receives improved service. 
service we mean the ability to stock wanted styles in 
season, to have sizes and widths so that at least 90 per 
cent of each total order can be filled in season, to have 
stock prices so arranged that they will fit in with the 


Stock 


Walter C. Roose 


By improved 


wants of the larger majority of the shoe buyers using 
the stock department, to have an organization so func- 
tioning that the orders are not sidetracked or delayed 
through credit or too much detail (red tape) and may 
be filled within twenty-four hours of the time they are 
To have (last but not least) a head stock man 
in charge who can intelligently pass on orders to be 
filled instead of having some inexperienced greenhorn 
clerk writing the shoe buyer a letter, entirely foreign to 
the subject of the order, as well as being useless from 
the point of information contained therein. 


received. 


“Sizes and widths are such a big factor in caring for 

our customers’ requirements that we are prohibited 

from buying duplicate sizes as freely as formerly. 

Some lines can profitably be sized up weekly—if in 

stock—whereas if they had to be made up, it would 
not pay to carry the line at all.” 


The outstanding shoe successes in the manufacturing 
of shoes in the past five or ten years have all stres-ed ; 
complete, efficient, well-operated stock department. Thi; 
is what I mean when [I state that the stock situ ition 
proves its own case. 

In the case of the writer’s personal experience, \ 
have a hard time turning our “to-make”’ shoes four times 
a year. On the other hand, we have stock connections 
where we turn it not less than four times a year, aid in 
some lines as high as seven times a year. We figure our 
turnover on the unit pair basis only. We have stopped 
a long time ago figuring turnover in dollars. We are 
interested in knowing that we have as many or mor 
individual customers coming into our shoe store scason 
after season. 

Today there is a tendency among the public, more and 
more to demand a certain size and width. Stock shoes 
can be ordered and the sale usually saved by the cus- 
tomer’s willingness to wait so as to be assured of the 
same make shoe, as well as the exact size and width 

Sizes and widths are such a big factor in caring for 
our customers’ requirements that we are prohibited from 
buying duplicate sizes as freely as formerly. Some line: 
can profitably be sized up weekly—if in stock—whereas, 
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nit Pair Turnover Basis 


This Mid-West Store Has Some In Stock Lines Which 


Are Turned Seven Times a Year 


By WALTER C. ROOSE 


Shoe Buyer, Nebraska Clothing Co., Omaha 


if they had to be made up it would not pay to carry the 
line at all. The duplicate sizes stack up so much that 
while enough money is invested in that line, we are en- 
tirely out of the best selling sizes. 


A simple example of 
what we mean was illustrated in a certain shoe depart- 
ment run by a friend of the writer. This shoe store car- 
ried a police shoe made up by a manufacturer who de- 
manded twelve pair to a width or a multiple of twelve to 
a width for to-make orders. The shoe was perfectly 
satisfactory and sold well, but my friend, the buyer, was 
not smart enough to anticipate his wants against existing 
conditions in this particular line. 

Here is what hapened to him and his police shoe busi- 
ness. He ordered 120 pairs size run opening the season 
in B, C, D, and E widths. 
he ordered 36 pair in C, D, E widths of twelve pair each 


When the shoes came in 


to follow in about six weeks. He took his sizes again 


two weeks before the 36-pair order was to be shipped 
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and, of course, had to do a little guessing and duplicated 
some sizes. Well, the 36-pair order was held up, so he 
ordered some from a stock department of a firm which 
carried a similar police shoe. 

The first 36-pair order and the second order of 48 
pair came in together. He was afraid to size in on top 
of these orders, so had to order stock shoes once more 
from the in-stock manufacturer. These came in and 
he still had too many sizes to order any 12-pair units 
to a width. The result was that. at the end of the six 


months the in-stock manufacturer had received and 
shipped more pairs of police shoes than the to-make 
manufacturer had shipped to this shoe store. 

Then the sad story. The inventory came along and he 
was carrying 106 pairs in stock and still out of sizes. 
The result was his to-make shoes cut his turnovers down 
by at least one full turnover in this six months, and his 
investment in his police shoes was too high for the entire 
six months. 

Many factors hold up shipments of to-make sizing 
orders. Labor trouble, shipping delays, red tape in the 

factory and last, but not least, the necessary 
size of a size-up order to satisfy the factory 
on its unit plan of production. 
On the other hand, we have some trouble 
with selling in-stock shoes. Our styles are 
common to our city because the salesman 
peddles the stock shoes to every shop where 
credit will pass. We do not get the sizes 
filled because the in-stock department is 
selling just the styles we order in larger 
quantities than they can afford to carry in 
stock. 

Out of eighteen lines the writer’s store 
is carrying, in a general family shoe store, 
twelve are in-stock lines. Of these twelve 
lines eight in-stock lines are very efficient, 
having shipped over 90 per cent of their 
We stand for no 


back orders, as we find we overlap sizes, so 


sized orders at once. 


we order oftener and no back orders. 

Our in-stock lines are showing us almost 
twice the average pair turnover shown by 
the factory to-make lines. 
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From In-Stock—Every Day 


By T. W. LLOYD 
Children’s and Misses’ Shoe Buyer 
‘he Shepard Store, Boston, Mass. 


W. find here in our particular Our experience in carrying in-stock shoes is that it 1s 
department that the using of in-stock shoes is becoming —}yound to increase turnover and net profits by having less 
more and more mandatory as time goes by, due to an monev involved. Smaller stocks with us are mandator 
ever-increasing variation of style leathers and patterns.  \vith the uncertain business conditions which now pr 


Rey “er = sight SePpnee ae oe vette and we also find that in carrying in-stock shoes we 
sizes at all times on hand, and paying strict attention — . - 

: fresher stocks. 
to the volume shown on any one or more numbers, that 


¢ . . , Consumers are buying shoes today in a manner t! 
you can buy more often and more intelligently. We Ces ae ya : 


niake it a practice from each day’s selling to analyze the compels us to turn to in-stock departments mor 
previous day's sales on what was sold, and to replace them ever. ‘It seems that there are no “happy medium 
immediately. either a shoe sells in quantities, or it is a flat failure 
One good way to do this is to have each sales person This means that if we depended upon make-ups 
responsible for a certain section of stock. By having would be obliged to carry a tremendous stock to sat 
individual size sheets for each line, in each section, no this condition. 
creat amo of sizing work is required fre any one nee ? ie ; 
great unount of sizing Ww ork is require 1 ft ym any on This year sees us buying 50 per cent more shoes | rom 
individual. One of the first duties in the morning is for ; mee ; 
0 es stock than a year ago. Of course, in a store ot 
each sales person to report the “holes” in the stock. ‘ 
Daily “Lost Sale’’ reports quickly show up any size kind, we require that those shoes sold to us will 1 
weakness. sold to others in this city. 


@EaAtahtinan etaloc — Roal aanluae 
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Fewer Shoes—More Sales 


L. a quarterly period our stores 
may sell an average of thirty-six pairs of size 6 B 
to every single pair of size 4 A. Sometimes we have a 
run on 6 B's; again it is 6 A’s, or some other size right 
in the heart, for sizes are never sold day by day, or 
week by week, in an exact ratio. Over a long period 
they will average up, but during the active life of a line, 
the size selling is more erratic. 

Many times when five or six pairs of the heart sizes 
are bought on some very sure selling number, we have 
suddenly discovered that one heavy day’s selling has 
completely cleaned us out of a certain size. What a sad 
story it is to find that all the 6 B’s and 6% A’s are cleaned 
out, when thé 6% B’s and 7 A’s had not been touched. 

Such conditions happen in all stores. What seems a 
logical answer to us to the customer’s incredible “With 
all those shoes, you haven’t my size?’ often sounds 
phoney to the one who has the money to spend, and we 
are not in a position to take it. 

Instead of buying six pairs on a size, or a line of 90 
to 100 pairs at a time, taking the chance of getting 
stuck good and proper, it is now possible to operate 
through good in-stock departments to buy an_ initial 
order of 40 to 60 pairs in the heart sizes, then to depend 
upon the factory for quick, regular fill-ins. This mode 
of operation means a store gives better service to its 
trade in many ways—by having a complete size run on 
the shelves or on order; doing more business on less 
capital enables a merchant to lower his operating costs. 
This is naturally reflected in lower retail prices, which in 
Furthermore, there is less 


turn means more sales. 


Losses Minimized 
and Selling Cost 
Largely Reduced 


By J. H. Corrigan 


All America Shoe Shops, 
Boston, Mass. 


chance of losses through the accumulation of odds and 
ends. 

An occasional try-out of a dozen pairs of some new in- 
stock number of a line we are carrying will prove that 
we have been missing a bet, for it seems the public is 
just hungry for that particular shoe. 
pair lot that the public does not want does not hurt nearly 
so much as if there were seventy-two pairs of the so-and- 
so on the shelves. 

Sometimes we are questioned as to the advisability of 
spending our money on nationally advertised goods in 
the metropolitan newspapers, as these goods are also 
carried in nearby cities. Even if the stores in these cities 
do benefit by our advertising, our results justify this 
expenditure. 

The chains have taught shoe merchants a good lesson 
in that the changing of a stitching here, and a perfora- 
tion there, is not so vital to the consumer as some extra 
fussy buyers kidded themselves into believing. What if 
a shoe man in Worcester, Albany or Portland does carry 
Not one customer in 10,00 


Again, a dozen 


the same style we do? 
would discover it, and if they did, what matter? This 
does not mean that styles in a single city in the different 
stores should have any marked similarity, but good 
fitting patterns will sell in one town as well as in another. 
Since taking advantage of the resources of five differ- 
ent concerns, it has been found to be advantageous t 
us to buy at least 65 per cent of our goods from stock 
This has cut the inventory down a good third, and has 
increased the profit possibilities a like amount. 
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UZMA CORPORATION 


GOLO SLIPPER COMPANY Factors 


OFFERS 


A NEW LINE OF WOVEN SANDALS 
TO RETAIL AT $3.00 and $4.00 
NO CUSTOMS FORMALITIES 
DELIVERED TO YOU DUTY PAID 
SAME AS BUYING AMERICAN SHOES 




















In addition to the Famous Deauville Sandal line, we offer this new 
high grade sandal for volume selling through the Uzma Corporation 
so that your every requirement for woven sandals is taken care of 
without customs worries from New York City. 

This new line, priced below the trade-marked Deauville line, repre- 


sents real shoe values for your customers and features items of 
imported origin, with big sales possibilities for you. 


REMEMBER—You buy on the same basis as you buy American 
made shoes. No charges for custom house entry, cartage transfers 
or other incidental charges. You pay after you have your shoes and 
have seen them. All merchandise shipped F.O.B. railroad station, 
New York. 


( (OL SLIPPER 
COMPANY 


and 129 DUANE ST. NEW YORK, N. Y. 
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that 


ICash in on the crave 


“arly 


and: \ for 


y of ‘ 
IS in (? 
also 


‘ities 
this 
a D A NCI N 
ora 
xtra ee ROBERTSON TAP SLIPPERS 
adie “ have a market wherever there are dancing classes. 
arr) i t f Tap Slippe ‘ : ’ . 
00 Tie eeeteeinn, bet ant ee S an ae Get in touch with all the dancing masters in your 
UW i tap d . N . : 
poe Se Sa, ee ce a tah eal te trading area and develop this profitable trade. 
Chis room, low steel arch support securely fastened with " r é 
rivet, broad flat heel, light firm turn sole, very flexi- Robertson Tap Slippers, popular with professionals 

rent ble. Uppers are reinforced and will wear and keep ‘ : 

their shape. are particularly well made turns at modest prices. 
7000 eather one-strap, heavy twill 


9/8 leather heel. Stocked in We use genuine Haney taps made of a special 
ther. B, C. and D widths, sizes 24% to 8. | with df 
oe Also C width stocked from size | up. .$2.00 metal with a new patente eature. 
tTer- No. 1927 Misses’ sizes 11 to 2 
1s to No. 1996 Firm black kid one-strap twill lining, 
9/8 leather heel, stocked in B and D 
tock. widths, sizes 24, to 8 
No. 1926 Misses’ sizes, |! to : 


| has Misses’ FF ge BA li stocked; made - ROBERTSON SHOE CO. 


order, 3 weeks’ delivery. All other numbers in stock. 


Theo Ties made to order at above prices, also spec- MINNEAPOLIS MINN. 


ially constructed numbers made on request. 


Taps put on shoes when requested at 30c a pair 
extra. 
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New Stock Catalogue 
of IN-PROCESS Shoes 


Increase your turnover by buying shoes 
the “In-Process” way. It gives you thé 
opportunity of doing more business on 
less capital and eliminates the necessity 
of having a lot of broken sizes to dispose 
of at the end of the season. We carry 
the stock—you order—only as you need 
the shoes. 

Our new catalogue showing two com- 
plete lines of men’s and boy’s shoes and 
giving full details of the Crawford In- 
Process System is now ready. We will 
gladly mail you a copy upon request. 


The Crawford Shoe 


* 











CHARLES A. EATON CO., BROCKTON. MASS. Fin 


chant 


ee aa NGLISH ae 
) ()XFORDS man 


VENETIAN: Gam in sector] fw 


Your Finest Trade Dati 


R778—Brogue Oxford 
Carl Freudenberg, Bl: 
Calfskin, superior 
iron bend sole, every 
known detail appealing 
to the buyer dema: 
ing a shoe outstan 
for style, quality 
wear. 

/ — —— oe ies ae on . R779 — Brogue Ox! 

A new_ money-maker for you—every = Z of Carl Freudenberg 

housewife wants a pair! The ideal shoe Brown Calfskin, 

for wear in and around the house and tailed as R778. 

on neighborhood shopping — trips—ex- me R772-——Dress Shoe, ‘ 

tremely comfortable, yet smart looking, FreudenBerg, Black ( alf 

e 4 ; : ig at oTe € T 

perfect fitting and remarkably low priced , highest grade, 9 | 

For real lity y ‘ bend sole, comfort last 

for real quality. - A shoe unsurpassed fo 


High Grade Hand Turn Leather Sole; comfort wear and 
R780—Brogue of Mar 


13/8 Cuban Cov- my, > g 
ered Heel; Genu- $ 5 Q os. See —— Sec 
ine Kidskin bd . : bend sole. A young 
Uppers; Fast-Col- ™— ° man’s shoe that 

5% ~ ay give satisfactory 


or Rayon Lined. 3 : 
; 30 days . vice under the trying 


IN STOCK . \ test of strenuous youth 
A-C Widths—Sizes 2% to 9 : ; R781—Brogue of Mur 
Red Kid, Blue Kid, Purple Kid, Brown Kid, tins Brown Zebu Sc: 
Black Kid, Patent. 2 Grain, detailed as 
Prepare to cash in on the growing demand. | 
Stock plenty—there’s no risk as with novelty WRITE FOR COMPLETE CATALOG R-17 
styles. Order now——tear out this “ad” for a 


VIGORITH-RABKIN SHOE CO. © COLT-CROMWELL CO. Inc. 


Power Bldg., Cincinnati, Ohio 
SEEBEB BE BEHBEHBEHBEHRBEHREHBERBHREBER ELE 





-DPrCVON 











1239 Broadway, New York City 
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In Stock Shoes 
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iihester. Daten the war 
brought about so many changes in the shoe business, mer- 
chants were willing to place 80 per cent or more of their 
orders three months in advance of delivery date. Now 
many merchants depend entirely on stock departments of 


manufacturers to keep them in sizes. A case in hand is 


by Parcel Post 


WB.COM (0 


wom Cl acetal: 


that of Boyce & Lewis, of Washington, D. C., who spe- 
cialize in Wilbur made in this city. 


recent Monday at 5 p. m. 


Coon shoes, Ona 
the 
The shoes 


at + p. m. the follow- 


received a sizing 


~) 


factory 
from this house. airs were re- 


Washington store 


in order 
ceived at their 
ing afternoon. 





Order 


Shipping 
i wei ebe 


Date 


Shipping 
Instructions . 
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Leather | Pattern Last | Sole 


Description: 





| 
Heel Lining | Vamp E | Quarter | Finish 





Detailed instructions as to sizes and shipping speed delivery of in stock shoes. 
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P l Patent Instep Strap 
wot — — 8/8 Leather Heel 


R2265 4to 8 Bto E.... 26 Last Turn 


R3265 8% to ll A to E.... 
R4265 11% to 2 A te D.... 


Patent Buckle Lindy 
Turns 
R2476 5 to 8 


R 
R4476 11% to 2 
R5476 =2% to 5 


White Kid New Ankle Button 
Turns 


R150 1 to 5 D to E 


Patent Roman Flex-soles 


D to E.... 
AS 
B to D.... 


Patent Gusti Gypsy Sandal 
$ 


urn: 
R3438 48% to 11 B to D....$2.75 
R4438 11% to 2 A to D.... 3.35 





Patent tow Ankle Button 

White Calf Grace site 
1 to 6 B to E....$1.25 

— B to E.... 1.65 


4 to 8 
R2266 5 to 8 B to E....$2. . 
R3266 8% to ll B to “2. 4 to 8 Hard Sole 


R42fR 11% to 2 A to 





Patent Ruby Tie 
Turns 
R335! B to D... 


R435! Q Sy ee 
R535! 492% to 6 AA w& C.... 


Patent Frances Welt SS 


A te D....§27 4to8 to E....$2.00 


B 
\ ) ee 8% to ll = 3 
R5865 2% to7 AA to C.... 4.10 11% to 2 [ce 


FREE NEWSPAPER 
CUT 
SERVICE 


314. 
PHI 
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Welt 
Patent Frances 
Black Lizard Strap 
7 8/8 Leather Heel 
48 Last AA to C....$4.10 


Blucher Oxfords made in three materials 
Genuine Welts 
R250 4to8 Patent 
R3650 S% to 12 Patent 
R265! 4 to 8 Smoked Elk B to E. 
R365! 842 to 12 Smoked Eik B to E. 
R2656 4to 8 Tan Elk B to E. 2 
R3656 S42 to 12 Tan Elk B to E. 2 
4 to 8 29 last, 8% to 12 35 last 


B to E. 
B to E. 


C2681 
C3681 8% 
C2682 


*v Welt 
Fivé materials All on 64 Last 
Sizes 4 to 8, Spartan Soles 

Sizes 8/2 to 12, Damp-Proof Soles 
C2665 White Calf B $2.20 
2 White Calf Bb ge. 2.70 
Beige Elk 2.05 
Beige Elk 2.50 
Patent >. 2.05 
8% 2 Patent I E 

4 Smoked Elk B 
Smoked Elk B 
4to8 Tan Elk B 
C3682 8% to 12 Tan Elk B 


a 
= 


gouo 
Ccoucun 


NPN 


4 to 8 
R3657 8% to ll 
R4657 11% to 2 


B to E... 

0) Bocce 

Ato D.... 

Patent Blucher Oxford Welt 


Smoked Elk Moccasin Blucher Oxford 
R2668 4to 8 B to E....$2.10 
R3668 8% to ll B to E.... 2.50 
R4668 11% to 2 B to E.... 3.05 


R4866 11% to 2 A te D......+- GR 





Patent Blucher Oxford Welt 
11% to 2 A to D....$3.10 





Tan Elk Blucher Oxford Welt 
R4656 11% to 2 Ato D $3.10 


Camel Elk Blucher Oxford Welt 
Tan Calf Saddle Grid Gristle Sole 


Tan Elk Blucher Oxford Welt R4872 11% to 2 4 & BD... 00.8 


R3870 «8% to ll B to D.... 
R4870 1i% to 2 DO Beas 
R598 = 2% to 5 AA @ D.... 


Black Elk Blucher Oxford 
R4843 (11% to 2 Ato D 


FREE NEWSPAPER 
CUT 
SERVICE 


314-322 NORTH 12th STREET 
PHILADELPHIA, 
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O RETAIL ’250°35° 


IN STOCK 
NOW 


j ACK of sizes is responsible for 
more lost sales than any other 
1° ° . 2353—Coffee Elk V’lay Oxford, Goodyear \\ 
one factor. Sizes of quick-selling Weatherproof Sole. sizes 3 to 8. 1 
: ——— ‘ ae a a ~ cee wide, S*e to Cc & D wide 
Mee een tat aie, Suet I, | styles are broken in the first two J assi—sane in cir ran 
ll's to 2, B, C & D widths weeks of a season, and cannot be eat “ oe —" Elk 
. —Same in Black » 
replaced in time to make quick 
additional sales unless factory in- 
stock lines are carried. 
Eby juvenile footwear is carried 
in stock and all orders are filled 
promptly. You can size in twice 





a week if you want to—or oftener. 
Eby policy does not allow the 

merchant to become over-stocked. 

On the contrary, it helps him make eee 

the maximum number of unit pair 7 

sales with a minimum cash invest- 


= . ment, 
§402—Bla'k Elk Blucher Oxford, Wing Tip 
and Saddle, Bend Sole, Stitched Aloft, 640i—Patent *% Eyelet Blucher Oxford, | RICO 
McKay, sizes 11% to 2, C & D wide Iguana Tongue, Bend Sole, Sheep Li: 
ing, Goodyear Welt, sizes 11% 2 
§302—Same in Childs 8% to li, D wide « B, C & D wide of kn 
ste peataay 4s a pn - = a ae 6301i—Same in Childs, 8% to 11, C & D bett 
Steo—Game in Coffee Rik, 11% to 2 dl 650!—Same in Girls, 2% to 8, B, € a 
§303—Same in Coffee Elk, 8% to 11 \ wide ‘ 
5503—Same in Coffee Elk, 242 to 8 \ 6402—Same in Gun, 11% to 2 ing W 
6302—Same in Gun, 8% to 11 best ‘ 
6502—Same in Gun, 2% to 8 
6403—Same in Brown, 11% to 2 duce, 


6303—Same in Brown, 8% to 11 


6503—Same in Brown, 2% to 8 RICO 


comf« 
and ¢ 
empl 
232i—T’atent Blucher Play Shoe, Goodyear ce i 5 
Welt, Weatherproof Sole, sizes 5 pe 8, liness 
» & E wide, 8% to 11, C & D wide. ° 7 a 
2323—Same in Coffee Elk Yaa, Re heel 
2324—Same in White Elk * ; preve 
2325—Same in Dark Smoke Elk ‘ 
2327—Same in Black Elk -2 ture 
condi 








a 


5421—Patent Blucher Oxford, Black Lizard BE 


Trim, Bend Sole McKay, sizes il! 


to 2, C & D wide 


5521—Same in Girls, 2% to &, C & D wide 


5422—Same in Gun, 11'2 to 2 

§522—Same in Gun, 2% to 8 7514—Black Calf Brogue Oxford I 
5423—Suame in Tan, 11% to 2 Scotch Grain Tip. Stay & Foxing 
5323—Same in Tan, 8'% to 11 aon —. yy Be I 
5523—Same in Tan, 11% to 2 A, B & C wide 
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